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The Big Depression Era will be remembered as the 
Big Lesson Era...as the period that taught new 
thousands the saneness, the soundness, the bed- 
rock Security of Life Insurance Investments. 
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) ge that smiles are being worn 
again and lines of worry are 
not...now that you can look forward 
to investments with hope instead of 
back upon them with despair... re- 
member that Life Insurance, as 
practiced by conservatively man- 
aged, well-established companies, 
stood out all during the Black Years 
as “The institution that never for- 
got its obligation to be secure.” 
Your life insurance investment 
in any one of those companies, is 
secure because of the studied, 
conservative investment of its life 
insurance funds... because of 
ample reserves held available at all 
times to take care of contingencies 
e.-even those of war, or 
plague, or panic... be- 
cause of the steady in- 
flow of premium and inter- 
est funds that make it 






unnecessary for such a company 
to sacrifice investments to ob- 
tain cash. 

And because Life Insurance never 
forgot its obligation to be Secure, 
it was able to pay out during the 
depression era eleven billions of dol- 
lars in loans, cash values, claims 
and kindred obligations and at the 
same time actually add several bil- 
lions of dollars to investments 


owned by policyholders! 
* * * 


Today, Provident Mutual, proud of 


its own part in the record estab- 
lished by the group of conserva- 
tively managed old-line companies, 
has this message to deliver to 


PROVIDENT MUTUAL 


Lire INSURANCE COMPANY OF PHILADELPHIA 


Founded 1865 








you: Protect your family and provide 
for yourself through life insurance. 
Invest through life insurance. Make 
life insurance the cornerstone of your 
financial structure so that in the 
event of another period of economic 
disturbance your future, and that of 
your family, will be secure, 

We should be glad to make a defi- 
nite recommendation for investing 
your savingsand surplus in life insur- 
ance. Just fill in and mail the coupon. 

No obligation of any kind. 


















PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
Philadelphia, Pa. 
Gentlemen: Please send without obligation 
booklet covering your recommendations for the 
investment of my savings and surplus in life 
insurance, 
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1. the May magazines* 
Metropolitan advertising 
pays tribute to and con- 
gratulates the Field-Man 
who has learned the value 
of being a good listener as 


well as being a convincing 
talker. 


The interested, attentive 
listener is likely to get ac- 
curate information regard- 
ing his prospect's financial 
condition and his needs— 
an important factor in 
modern life insurance sell- 
ing. When the Field-Man 
has the necessary facts he 
will draw up a practical 
Life Insurance Program to 
meet ‘the requirements of 
the particular case. 
*Business Week, Collier's, Cosmo- 


politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 


ONE MADISON AVE., NEW YORK, N. Y. 


“You certainly had the right idea, 
Jane. I signed up for Union Central’s 
Economic Adjustment Plan today.” 


rospecling 


BY RADIO 











HE Is INVITED into millions of homes every Sunday—at a 
turn of the dial. He brings the “Roses and Drums” pro- 
gram into those homes, and tells fathers and mothers how, 
in spite of reduced incomes, they can secure the life insur- 
ance they need. Union Central’s salesman of the air! 

Every one of those families he visits is a prospect for 
Union Central representatives during the following week. 
The real problem is how to cover them fast enough. 

What’s more, a lot of these prospects write in for 
specific information—nearly 60,000 direct leads to date. 
Naturally, they get preferred attention. 

Union Central men in the field say that “prospecting by 


radio” cuts down selling time . . . and that means more 
interviews per day ... more applications . . . bigger 
commissions! 








“I’m so glad we heard about it on the 
‘Roses and Drums’ program — and 
sent for this booklet.” 








The 


UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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Significant Meet 
Scheduled May 12 


Conference Between Committees 
of Agents and Agency 
Officers 


TO GATHER IN NEW YORK 


Problems in the Field to Be Discussed 
—May Result in Permanent 
Conference Machinery 


A conference is scheduled in New 
York for May 12 with committees rep- 
resenting the National Association of 
Life Underwriters and the Life Insur- 
ance Sales Research Bureau. At that 
time a number of important questions 
involving the welfare of agents will be 
brought up. This may prove to be a 
significant occasion, not only from the 
point of view of what may be said and 
done at this meeting, but from the fact 
that it may lead to permanent confer- 
ence machinery between the organized 
agents and the agency officers of the 
companies. 

In fire and casualty insurance, such 
machinery has been in existence for two 
or three years. The National Associa- 
tion of Insurance Agents has three con- 
lerence committees, one on fire insur- 
ance, one on casualty and one on surety. 
They meet from time to time with rep- 
tesentatives of the insurance companies. 
Of course, in fire and casualty insur- 
ance, there are more controversial ques- 
tions between home office and field than 
in life insurance. But there are many 
points that could be covered in confer- 
ences between life insurance agents and 
company men that might be discussed 
with profitable results. 

The company men at the conference 

will be the members of the executive 
commiteee of the Life Insurance Sales 
Research Bureau. They are: J. M. 
Holcombe, Jr., M. A. Linton, president 
Provident Mutual, W. W. Jaeger, vice 
President Bankers of Iowa, and E. B. 
Stevenson, Jr., vice-president National 
Life & Accident. 
President C. V. Anderson of the 
‘ational Association of Life Under- 
Writers will announce the committee of 
— soon. The conference will be 
eld in the Waldorf-Astoria hotel. 





President Nollen’s Comments 


President G. S. Nollen of the Bank- 
tts Life of Iowa in addressing agency 
Mangers assembled at the home office 
declared that the federal administration, 
M Dis Opinion, had gone too far in some 
of the developments of the NRA and 
other activities but there is a tendency 
Now to correct those excesses and work 
aed greater stability. He said that 

e administration is laboring to bring 
about national betterment. He is con- 
‘inced that the main men connected with 
dic administration have no intention of 
‘sturbing the business structure and 


National institutions. 


Principles Adopted for Life 
Insurance- Trust Cooperation 





A revised statement of principles for 
relationship between life underwriters 
and trust men, which was drafted at a 
meeting last December of committees 
from the National Association of Life 
Underwriters and the trust division of 
the American Bankers Association, was 
acted upon favorably by the executive 
committee of the Life Underwriters As- 
sociation, in mid-year session. The state- 
ment thas already been officially endorsed 
by the trust officers’ organization. 

F. W. Ganse of Boston is chairman 
of the committee on cooperation with 
trust officers of the Life Underwriters 
Association. He was unable to attend 
the Cincinnati session and the statement 
was read to the executive committee by 
E. C. Peebles, Northwestern Mutual, 
Cincinnati. The preparation of such a 
statement has been under negotiation 
for several years and various statements 
have been broached in the past. The 
fact that such a statement could be 
agreed upon, according to Mr. Peebles, 
is evidence that better times are faced 
in cooperation with trust officers. Mis- 
understandings of the past should be 
forgotten, he said. The statement fol- 
lows: 

* & * 

Life Insurance-Trust Relationships In- 
evitable.—The existence and continuance 
of active and intimate relations between 
life underwriters on the one hand and 
trust men on the other hand are inevi- 
table, because life underwriters and 
trust men deal habitually with different 
but closely related aspects of estates of 
the same persons. Consequently, life 
underwriters and trust men should have 
a clear understanding of the agreement 
upon the basic principles and practices 
underlying these relationships. 


* * * 


Relationships Focus in Estate-Analy- 
ses and Insurance Settlements.—Life in- 
surance-trust relationships focus princi- 


pally in insurance-settlements and es- 
tate-analyses. Life underwriters ana- 
lyze estates to determine insurance 


needs, and trust men analyze estates to 
determine trust needs. In the analysis 
of the same estate it is desirable for the 
life underwriter and the trust man to 
collaborate in order that each may bring 
to bear upon the analysis his special 
points of emphasis. Such an estate- 
analysis usually leads to a general plan 
for a will and a mode or modes of in- 
surance-settlement. Since the mode of 
settlement of the life insurance is an 
integral part of the general estate-plan, 
it is desirable in such case for the life 
underwriter and the trust man to colla- 
borate also in determining the mode or 
modes of settlement of the customer’s 
life insurance. 
* *K 


Life Insurance-Trust Mode of Settle- 
ment.—The life insurance-trust is a 
mode of settlement, but, unlike the others, 
it is a mode that requires the introduction 
of a trustee. It is not a substitute for 
the modes of settlement offered by the life 
insurance company itself and should not 
be regarded as being competitive with 
optional modes of settlement. Every 
mode of settlement has its special func- 
tions and no single mode is equally ap- 
propriate for all cases. Consequently, 
life underwriters should acquaint their 
customers with the special and distinc- 
tive functions of all the modes of settle- 
ment, including the trust, and help them 





to select the mode best suited to their 








particular needs. Trust men should pre- 
sent the live insurance-trust as one but 
not as the only mode of settlement. 

* *K * 

The Use of the Terms “Option” and 
“Trust.»—When not payable in a lump 
sum there are two principal methods of 
distributing life insurance proceeds— 
(1) through the optional settlements of 
the life insurance policies, (2) through 
trusts administered by a _ corporate 
trustee. The term “trust” in connection 
with an insurance-settlement implies a 
fiduciary obligation that is enforceable 
in a court of equity as distinguished 
from a contractual obligation that is en- 
forceable in a court of law. For the 
sake of clarity and common understand- 
ing of terms, a mode of settlement of in- 
surance should be referred to as a 
“trust” or “trust settlernent” in those 
cases only in which the relation between 
the life insurance company or the trust 
institution and the beneficiary is, in fact, 
an equitable relationship of trustee and 
beneficiary and not a legal relationship 
of debtor and creditor such as exists 
under policy “options.” 

* * * 

Life Insurance Options.—Both life un- 

derwriters and trust men realize the 


value and advantages of the optional 
settlements provided in life insurance 
policies. 

* * x 


Insurance Trusts.—The life insurance 
trust is the mode of settlement espe- 
cially to be considered in the following 
situations: 

1. When flexibility of administration 
and the exercise of discretionary powers 
are needed to meet emergencies that 
cannot be foreseen or requirements of 
beneficiaries that cannot be provided for 
beforehand; 

2. When, in connection with business 
insurance, there is need for an impar- 
tial and responsible third party to carry 
out promptly and faithfully the plan un- 
der which the insurance was effected; 

3. When the immaturity, inexperience, 
or incompetence of the beneficiaries cre- 
ate a need for the services of a local, 
experienced, and impartial financial ad- 
viser; and 

4. When the primary purpose of the 
insurance is to safeguard the estate 
against complications and shrinkage due 
to debts, taxes, and administration ex- 
penses. 

* * x 

Advice of Life Underwriters and 
Trust Men Restricted to Their Respec- 
tive Fields.—While life underwriters 
should be familiar with the basic prin- 
ciples of trusts, and trust men with the 
basic principles of life insurance, neither 
life underwriters nor trust men should 
give technical information or advice on 
matters that lie within the province of 
the other. Instead of offering technical 
advice or information on trust matters, 
the underwriter should consuit with or 
call into conference a trust man of the 
customer’s choice; and instead of offer- 
ing technical advice or information on 
life insurance matters, the trust man 
should consult with or call into confer- 
ence a life underwriter of the customer’s 
choice. 





* * * 

Life Underwriters and Trust Men Act- 
ing in Concert on Changes in Estate- 
Plans.—The methods of distribution and 
administration of general assets and the 
modes of settlement of life insurance 
are integral parts of an estate-plan. 
Consequently, a trust man should not 
suggest any matcrial change in an exist- 
ing estate-plan that would affect the 


(CONTINUED ON PAGE 9) 


Discuss N. A. L. U. 
Headquarters Move 


Question Considered at National 
Association Executive Com- 
mittee’ Meeting 


REFERRED TO TRUSTEES 


Other “New Deal’ Projects Hinted— 
Reports Show Gratifying Progress 
in the Membership 


By LEVERING CARTWRIGHT 


Proposal to remove the headquarters 
of the National Association of Life Un- 
derwriters from New York to Chicago 
or some other centrally located city was 
broached at the mid-year meeting of 
the executive committee of the associa- 
tion in Cincinnati. The suggestion ap- 
parently had been circulating quietly 
prior to the Cincinnati meeting. Need- 
less to say, a number of members were 
on their feet with objections and the 


feeling was tense for a few minutes until 
a decision was reached to assign to the 
board of trustees the task of investigat- 
ing the desirability of such a move and 
to report its recommendations at the 
meeting of the executive committee in 
Milwaukee in September. 

Those who favored the proposal con- 
tended that there would be consider- 
able advantage in having headquarters 
in a more centrally located city and that 
the expenses would not be as great. 

R. L. Jones of New York, treasurer 
of the association, pointed out that the 
association has a lease, which runs for 
two more years, at $4,000 a year. Fur- 
thermore, he said, moving the headquar- 
ters would necessitate rebuilding the 
clerical organization and there would be 
the expense of transfer. He argued that 
if the association were moved away Irom 
New York, contact with the large east- 
ern companies would be lost. 

Holgar J. Johnson of Pittsburgh ob- 
jected on the ground that such a move 
would be a backward step. 


Anderson a “New Dealer” 


This was about the only controversial 
subject that was presented to the execu- 
tice committee. However, the under- 
standing is that at the meeting of the 
board of trustees the day before, a num- 
ber of provocative questions were in- 
jected. President C. V. Anderson is 
something of a new dealer. He is not 
afraid of controversial questions and 
does not hesitate to bring them up. He 
is forthright and when he conceives a 
policy, he strikes out in its behalf, let- 
ting the chips fall where they may. His 
point of view is shared by some of the 
trustees, but the majority represent the 
old guard viewpoint and there is a nat- 
ural parliamentary clash between the 
two factions. Mr. Anderson does not 
care to take a position or have the as- 
sociation take a position which might 





(CONTINUED ON PAGE 8) 
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NEW YORK, May 3.—While the 
bill to permit the Massachusetts type of 
savings-bank life insurance to be written 
by New York savings banks died in 
committee when the New York legis- 
lature adjourned April 28, it will not 
do to conclude that the measure’s 
backers will take “No” for an answer. 
A compact and purposeful organization 
of liberals, the Committee for New York 
Savings Bank Life Insurance, is actively 
working for the eventual passage of such 
a law. Its chairman is Miss Susan 
Brandeis, New York lawyer, and daugh- 
ter of Supreme Court Justice Louis D. 
Brandeis, who was the principal sponsor 
of the Massachusetts plan nearly 30 
years ago. : 

Outside of Massachusetts, comparative- 
ly little is known about the savings bank 
insurance idea among life insurance men, 
except by references in the writings of 
authors who have attacked the usual life 
insurance plan, and who have generally 
assumed that it represented the ultimate 
goal in low-cost insurance for the man 
of moderate means. 


Ten Year Cost Basis 
of Banks 78 Percent Higher 


As a matter of fact, even on a 10-year 
net cost basis the average of the 21 sav- 
ings banks in Massachusetts is about 78 
percent higher than the net cost of a 
whole life policy issued by a certain life 
company, 1934 dividend scales being 
used in both instances. Even the net 
cost of the 16 Massachusetts banks mak- 
ing the best dividend showing this year 
is somewhat above the policy just re- 
ferred to. Incidentally, the rate-sheet 
comparing the Massachusetts costs with 
those of 24 companies does not list the 
policy just referred to. 

The plan is being pushed in New York 
on broad humanitarian grounds. The 





Movement to Unionize 


Life Agents Is Started 








Interest was displayed at the mid- 
year meeting of the executive commit- 
tee of the National Association of Life 
Underwriters in Cincinnati in reports 
that labor organizers are in several 
places undertaking to organize the life 
insurance agents into a group opposed 
to the National Association of Life Un- 
derwriters. Little concern was expressed, 
as this movement was regarded merely 
as one manifestation of the sniping ac- 
tivities against life insurance that are 
cropping out there and there. 

Birmingham, Ala., is one place where 
the movement has been started. The 
“Labor Advocate” of that place has 
been publishing appeals for membership 
in the United Association of Insurance 
Agents of America. J. E. Thompson is 
found to be president and H. Ted Wil- 
liams, secretary of Local No. 1 of Ala- 
bama, U. A 

“The National Association of Life Un- 
derwriters, through its efforts,” the La- 
bor Advocate avers, “is forcing insur- 
ance men to join an organization which 
is in reality a company union, against 
the principles of the NRA, and certainly 
an enemy of the American Federation 
of Labor.” 

“If your insurance agent,” the mani- 
festo continues, “shows you any card 
other than the United Association of 
Insurance Agents of America monthly 
card, he is a chiseler on organized labor 
and does not merit your patronage. 

“The insurance companies have been 
capitalists and dictators for a long time; 
it is high time, union friends, that we 
stick together and strengthen this union, 
if we ever hope to serve your interests 
fully.” 

There is considerably more 


in the 


! some due to the impracticability of util- 


savings banks of the state are luke-warm 
on the subject. The committee sponsor- 
ing the measure has no personal axes to 
grind, but is merely interested in get- 
ting lower-cost insurance for those of 
small means. 

It may fairly be asked, however, what 
the chances are of fulfilling this aim, at 
least to a sufficient extent to outweigh 
the destructive concomitants of the plan. 
Is it worth while from the public’s point 
of view—even from the point of view of 
the comparatively small number who 
will probably take advantage of it? Does 
the value of the plan justify the inroads 
it can make on the business of agents 
who do a workmanlike job of selling, 
only to find themselves cut out of their 
commission when their prospects decide 
to buy their insurance from the savings 
bank? Can savings bank life insurance 
be of sufficient value to justify its being 
a hitch-hiker, getting a free ride from 
the savings bank on the one hand and 
the institution of life insurance on the 
other? Can it justify the preference in 
taxation, and the free actuarial service 


from the state insurance department 
which the bill introduced this year 
provides? Is there any assurance that 


the savings bank would allocate a fair 
share of its expense to its insurance di- 
vision? In Massachusetts the special 
commission for investigation and study 
of the banking structure early this year 
pointed out that some of the savings 
banks in that state had assigned an ob- 
viously inadequate share of their run- 
ning expenses to their insurance depart- 
ments, and recommended that a law be 
passed forcing a proper allocation. 


Few Benefits Seen From 
the Public’s View Point 


From the public’s point of view, it is 
hard to see how any widespread benefits 
could result. The result in New York 
would probably parallel the experience 
in Massachusetts: savings bank life in- 
surance would be bought not by those 
for whom it is primarily designed, the 
poor man, who ordinarily buys industrial 
insurance, but by persons who are able 
to make payments on a monthly basis 
rather than a weekly one. Except for 
the relatively small number of weekly- 
premium policyholders who can well af- 
ford to pay on the monthly basis, it is 
difficult to see whom the plan would 
benefit. The policyholder who has to be 
prodded by an agent every week to pay 
10 or 15 cents is hardly likely to turn 
into a thrifty soul who will go out and 
buy life insurance and keep up his pre- 
miums without being reminded. 

That the Massachusetts plan has ap- 
pealed principally to shrewd rather than 
needy buyers of insurance is indicated 
by the vaunted lapse rate of only 2 per- 
cent last year. An organization with a 
lapse rate like that may honestly be of- 
fering its wares to the man of small 
means, but those who are buying it are 
evidently not of that class but principally 
those who were sufficiently well fixed 
that the depression did not hurt them 
much. 


Method of Handling 
Brings Some Added Cost 


Part of the higher price of industrial 
insurance is only apparent, some of it 
being due to the higher mortality among 
industrial. policyholders as a class, and 


izing medical selection on such small 
cases. 

As J. F. Little, vice-president and ac- 
tuary of the Prudential, pointed out at 
the company’s recent managerial con- 
vention, the small size of the premium 
unit, and the necessity for collecting it 
weekly, bring about a certain degree 
of added cost, as in any comparison of 
large and small sales units, just as it 





game vein. 





‘by the ton. While the house-to-house 
method of collection may seem expen- 
sive, in view of the small size of the 
premium and the need for collecting it 
weekly, it is the most economical meth- 
od, as a moment’s consideration of the 
cost of postage for sending in a 20-cent 
premium and mailing back a receipt for 
it will show. in 
From the standpoint of subsidized 
competition with regular life companies, 
it is again hard to justify the savings 
bank plan. H. S. Weaver, attorney of 
the Life Presidents Association, pointed 
out at public legislative hearing on the 
New York bill that if the savings banks 
were to go into the insurance business 
without the preferential advantages over 
life companies which the proposed meas- 
ure would give them, there could be no 
objection. The backers of the measure, 
on the other hand, contend that there is 
little difference in the tax the savings 
banks would have to pay, when the dif- 
ference in the type of investments be- 
tween the two institutions is considered. 
However, their insistence on this fea- 
ture in their bill makes it reasonable to 
suppose that there is a worthwhile ad- 
vantage in having the tax arranged the 
way it is in the bill. : 
The advantage of free actuarial service 
from the state insurance department— 
which is supported by taxes on the in- 
surance companies—is of course obvious. 





Brings in New and | 
More Stable Deposits 


Some may wonder why the Massachu- 
setts savings banks took up the idea, 
since the legislation was not compulsory. 
The main reason may be found in the 
brief presented at the New York legisla- 
tive hearing by William L. Grossman, 
secretary of Miss Brandeis’ committee, 
in which he said: ; 

“The reasons why savings banks in 
Massachusetts have found it to be to 
their own advantage to issue life insur- 
ance policies, are summarized by the 
Savings Banks Association of the State 
of New York as follows: 

“From the savings bankers’ point of 
view it is not only the thousands of new 
depositors with their by-product busi- 
ness which life insurance brings to their 
banks but principally the character of 
these deposits which must be considered. 
Savings banks have found that there is 
a vastly greater stability from their 
funds received for life insurance pre- 
miums than there is from deposits.” 


Allocate Ridiculously Low 
Expenses to Insurance 


This tends to explain why a number 
of the savings banks allocate ridiculous- 
ly little and in some cases nothing at 
all as the cost of running their insurance 
departments, even though the most eco- 
nomical department must cost something 
more than absolute zero. It is obviously 
a temptation to give their insurance de- 
partments a free ride at the expense of 
their depositors in order to make an at- 
tractive dividend showing, which in turn 
makes a good talking point to attract 
more depositors to the bank. 

As Mr. Weaver said at Albany: “Tak- 
ing a few of the banks at random, it ap- 
pears that for one bank in Boston, which, 
at the end of 1933, had in force $3,400,- 
000 in insurance, there had been appor- 
tioned for that year to its insurance de- 
partment $900 for rent and $12 for sala- 
ries paid. Another bank in Cambridge, 
which had done enough life insurance 
business to have accumulated $208,000 
assets in ‘its insurance department, had 
charged that department nothing for 
rent and nothing for salaries; and an- 
other bank in Lowell, Mass., which had 
$1,250,000 insurance in force at the end 
of 1933, had charged its insurance de- 
partment nothing for rent and $237 for 





costs more to buy coal by the pail than 


salaries.” 


Fallacies in Reputed Low Cost Insurance of 


Savings Bank Pointed Out 


By R. B. MITCHELL 


Mr. Weaver quoted the report of the 
special commission for investigation an4 
study of the banking structure submitted 
to the Massachusetts legislature, which 
in discussing expenses of insurance ¢e. 
partments of savings banks, calls atten. 
tion to the lack of effective means oj 
apportionment of expense as. between 
the savings bank and its insurance de. 
partment. “The result has been,” says 
the report, “that some life insurance de. 
partments connected with savings banks 
have been charged nothing for rent, and 
in some instances, little or nothing for 
clerical hire or management. It js pe. 
lieved that the interest of the public re. 
quires that the expenses of the life in. 
surance departments in our various say- 
ings banks should be uniformly main- 
tained and segregated from the general 
expenses of the savings bank itself so 
that the cost of such insurance may be 
fairly computed * * * ” 


Agents Perform Valuable 
Service to Policy Holders 


In continuing, Mr. Weaver said: “We 

understand that it is also urged that this 
is over-the-counter insurance, which will 
result in large savings due to the ab- 
sence of the agency system and agency 
commissions. I think that there are 
hundreds of thousands of citizens in this 
state who would be able to testify that 
the life insurance agents are performing 
a valuable economic service which does 
not cease with the procurement of new 
business, and it would be unfair to these 
men to require them to compete on an 
unequal basis with a state subsidized 
business. 
_ “Moreover, it is not true that the plan 
in Massachusetts has operated without 
the benefit of soliciting agents. While 
the banks are not permitted under the’ 
Massachusetts law to employ agents, it 
has developed that private parties, inter- 
ested in the operation of the plan, have 
employed and paid the salaries of what 
are known as ‘educators’. These per- 
sons go to industrial establishments and 
business offices and are permitted to give 
lectures concerning the advantages of 
the plan and do everything except actu- 
ally take the applications for insurance, 
yet, they are not subject to the discipline 
of the state insurance department.” 





General Agency Finances 


Studied at Bureau Meet 


HARTFORD, May 3.—Ways and 
means of operating agencies more profit- 
ably were considered by the represen- 
tatives of more than 25 life compamies 
at a financial supervision confererce 
here under the auspices of the Sales 











Research Bureau. Expense ratios, su- 
pervision costs and total agency ex 
penses were discussed. Data presente 
included the average experience of com- 
panies and also the most favorable fig- 
ures on the various subjects. John 
Marshall Holcombe, Jr., manager 0 
the bureau, led the meetings assisted by 
other members of the staff. ' 

It is recognized that the most, ™ 
portant phase of financial supervisio! 
at the present time is the reduction 
expenses. General agents in many parts 
of the country, it was pointed out, have 
in the past few years been somewhat 
concerned because production of nev 
business has often decreased faster tha! 
expenses so that the costs of operation 
have relatively increased. At the sank 
time there has been the normal decreas’ 
in renewal premium income wilt 
would be expected due to the genera 
business slump. The question there 
fore arises as to how such agencies - 
be placed on a sounder financial basis, 
both from the standpoint of the genet 
agent and the company. 
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Sees New Records 
in Second Quarter 





F. V. Keesling Expects Best Pro- 
duction of New Life Insur- 


r the 
and ance Since 1930 
utted 
rhich 
“<  peview IS OPTIMISTIC 
S of 
veen , 
 de- President of American Lite Convention 
ba Finds Every Basic Test of Busi- 
anks ness Is Favorable 
and, : 
- for 
- SAN FRANCISCO, May 3.—“The 
a principal problem of many pessimistic 
Sav- persons the next few months will be an 
weal attempt to catch up with the prosperity 
procession, which is moving so swiftly 
y be that many able business men have failed 
to realize that real recovery is actually 
at hand,” F. V. Keesling, vice-president 
and general counsel West Coast Life 
‘We and president of the American Life 
this Convention, said in discussing the out- 
will look for life insurance in the second 
ab- quarter of 1934. Mr. Keesling is very 
pid cptimistic about the future of life in- 
= surance. ; 
this “As the public generally did not rec- 
hat ognize or failed to appreciate the symp- 
nig toms of the approaching disaster in 
oes 1929, it may be tardy in recognizing what 
= is happening today. The first quarter 
_ of this year recorded substantial gains 
Ac in both written and paid-for new life 
as insurance,” he continued, “but J am con- 
an fident that April, May and June will 
on show even greater increases in new pro- 
hile duction compared with the same months 
the’ in 1933. In fact, I would not be sur- 
‘¢" prised if this should prove the best 
ay second quarter for life insurance since 
vil 1930 and possibly 1929. 
hat Every Basie Test Favorable 
a “We find that every basic test of busi- 
ra ness is decidedly favorable. Steel or- 
al ders are far above a year ago, while 
Ped railroad car loadings are far ahead of 
ve 1933. Business failures have fallen off 
ae so decidedly, we are informed by the 
latest Dun & Bradstreet reports, that 
so low a ratio has not existed since 
= 1920. One insurance company special- 
izing in nation-wide credit insurance in 
March reported an incurred loss ratio 
t of about 8 percent compared with ap- 
_! proximately 76 percent in the summer 
of 1932. 
ind “Unemployment is decreasing as em- 
it ployment increases in non-government 
va felds. A middle western central labor 
“a organization with 176 affiliated local un- 
les ions has reported to the American Fed- 
SUl- eration of Labor an unemployed ratio 
eX: among its 75,000 members of 12.9 per- 
red cent compared with 26 percent a year 
m- ago. Among the union street car men, 
ig- there wasn’t a man who didn’t have at 
hn least part time work. Street car traf- 
ot fc in industrial centers shows favorable 
by trends. 
ne Sales Resistance Decreasing 
on “Life insurance, taken as a whole, has 
ol proved itself depression-proof the past 
rts ‘our years—the most trying period from 
ve 4 nancial standpoint this country has 
iat ‘ver experienced. Life insurance re- 
ew ‘eived an impulse from its scientific en- 
1 dorsement as a preferable method of 
we broviding for those who served the 
ne nited States in the great war. Now, 
aA a a result of the crucial test during 
“i depression, and its demonstrated sound- 
S — People appreciate, as they realize 
es Wat has happened, the effectiveness of 


be action and are seeking to obtain 
pen to replenish that which has been 
ae during the great stress. Sales 

sistance to life insurance is constantly 


(CONTINUED ON PAGE 7) 













Outline Convention Program 
for National Association 





SOME INNOVATIONS PROPOSED 





Section to Start Monday 
Evening — Special Round Table 
Session for Women Agents 


Managers’ 





An outline of the program arrange- 
ments for the annual meeting of the 
National Association of Life Underwrit- 
ers in Milwaukee the week of Sept. 24 
was presented at the mid-year meeting 
of the executive committee of the asso- 
ciation in Cincinnati. Holgar J. John- 
son, general agent Penn Mutual, Pitts- 
burgh, is chairman of the program com- 
mittee. 

Monday of that week, as usual, the 
executive committee will hold forth 
throughout the day. Under the new con- 
stitution and by-laws, the nominating 
committee, which was elected at Cincin- 
nati and is headed by E. A. Crane of 
Indianapolis, will make its report that 
day. 

Monday evening the general agents 
and managers section will hold its first 
session. Julian S. Myrick of New York 
is chairman of the general agents and 
managers committee. The Monday eve- 
ning session will consist of talks by a 
prominent general agent and by J. M. 
Holcombe, Jr., manager Life Insurance 
Sales Research Bureau. 

On Tuesday, the general agents and 
managers will continue their sessions 
throughout the day in the fashion of a 
ten-ring circus. According to present 
plans, there will be five principal topics 
scheduled, such as recruiting, training 
and supervising, financing, etc. Each 
topic will be considered from the rural 
and urban point of view. The plan is to 
scatter the meetings of these various 
discussion groups throughout the day, 

(CONTINUED ON PAGE 7) 











Only One Living 








JAMES C. JONES, SR., St. Louis 


During the 58 years of the National 
League of Professional Baseball Clubs 
only 12 honorary members have been 
elected. The only living honorary mem- 
ber is Attorney James C. Jones of St. 
Louis, general counsel for the Central 
States Life of that city, and well known 
insurance attorney, who served as chair- 
man of the American Life Convention 
‘Legal Section. .His son, J. C. Jones, 
Jr., is now secretary of the Legal Sec- 
tion. In 1912 Mr. Jones was president 
of the St. Louis Cardinals and took a 
prominent part in the league, especially 
on behalf of the St. Louis National Club. 
He has served as president of the St. 
Louis Bar Association and the Missouri 
State Bar. Association in addition to his 
many other activities. 








and paperhanger. 


earning power. 


with fatigue. 


man. 


’ 


“a man with a mission,’ 


Independence Square 





“A LITTLE HANDCART” 


One of our representatives sends this story:— 


An advertisement appeared in the Monday issue 
of our local paper, inserted by a 65-years-old painter 
Should now be on Easy Street, he 
said, but failed to prepare for the rainy day of surgical 
operations, hospital fees, doctor’s bills, and loss of 
“IT take this method of announcing 
that I am still in the ring, though slightly disfigured, 
and am eager to do any work that may come my way. 
Object, to earn money to pay these bills.” 


The Agent comments:— 


I see him, quite often, going home after his day’s work, push- 
ing a little handcart loaded with tools, and his shoulders sagging 
I go home and run over my calls for the day and 
the next day, impelled by the thought that I can save some man 
now young from the same fate. It makes me a better insurance 


Despite present-day almost all-exclusive emphasis 
on the mechanics of our salesmanship, such incidents 


as this may remind that the life underwriter is indeed 
inspirable by its sacred fire. 


Sd 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Philadelphia 























Agents Urged to 
New Sales Level 


Improvement of Business Condi- 
tions and Less Competition 
Challenge to Agents 


HOLGAR JOHNSON TALKS 


Stirs Hearers at Luncheon Given by 
Cincinnati Association to National 
Executive Committee 


Those attending the mid-year meet- 
ing of the executive committee of the 
National Association of Life Underwrit- 
ers in Cincinnati were guests of the 
Cincinnati Life Underwriters Associa- 
tion at a luncheon Saturday, the prin- 
cipal speaker being Holgar J. Johnson, 
general agent Penn Mutual in Pitts- 
burgh, who delivered a stirring address 
that made the audience tingle. Jack 
Lauer, Penn Mutual, president of the 
Cincinnati association, presided. Presi- 
dent C. V. Anderson of the National 
association introduced those at the head 
table, these being T. M. Riehle of New 
York, vice-president National associa- 
tion; R. B. Hull, managing director; R. 
L. Jones, New York, treasurer; George 
E. Lackey, Detroit, past president: E. 
A. Crane, Indianapolis, trustee; C. C. 
Thompson of Seattle, chairman execu- 
tive committee; Ernest W. Owen, De- 
troit, secretary; O. Sam Cummings, 
Dallas, fourth vice-president; L. O. 
Schriver, Peoria, Ill, second vice-presi- 
dent; Max Hoffman, assistant manager; 
M. B. Oakes, Indianapolis, field con- 
sultant, and John L. Shuff, Cincinnati, 
past president. 


New Production “High” Urged 


Mr. Johnson exhorted producers to 
strive to establish new highs in produc- 
tion today, contending that this is the 
ideal. time for such efforts because there 
is less competition and because general 
business conditions are improved. There 
is less competition, he said, because 
there are fewer men under contract and 
because many of those who are under 
contract are sluggish, on the theory that 
business is not available. Mr. Johnson 
mentioned that through cooperative ef- 
fort of the Pittsburgh Managers Asso- 
ciation, the contracts of 1,500 agents in 
that city have been canceled. 

He pointed out that production from 
month to month runs up and down in 
an agency. Progress is measured by the 
trend of the peak month. If the peaks 
reach a little higher, there is an upward 
trend. Now is the time to build one of 
those peaks. In preparing to build a 
new peak, there must be an objective. 
A goal of a certain number of applica- 
tions, a certain amount of business must 
be established. Associated with the ob- 
jective must be a certain idea or per- 
sonality. The agents must be keyed up 
to the objective. They should not be 
told merely to do the best they can, 
but they should be incited to attain a 
certain objective for a definite reason. 


Give Definite Information 


When asked about business condi- 
tions, the agent should not state that 
business is better, but should cite sta- 
tistics. Substantiating information should 
be given. In Pittsburgh, Mr. Johnson 
said, a system was established recently 
whereunder all of the Pittsburgh agen- 
cies report their production each month 
to the University of Pittsburgh Research 
Bureau. The research bureau then gets 
out a bulletin showing how much busi- 
ness is paid for in the city each month. 
This provides definite and substantiat- 
ing information. 

(CONTINUED ON PAGE 7) 
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INDIRECT BENEFITS 


UCH movements as "Financial Inde- 
pendence Week," planned and par- 
ticipated in by all companies, press home 
the values and benefits of life insurance to 


all people on this continent. 


The enthusiasm displayed during this week 
and the results attending it, are an inspira- 
tion as clearly indicating the great public 
interest in Life Insurance. All publicity re- 
leased during the week was of a purely 
No direct drive for 
business was attempted, yet the benefits 
that accrue from this co-operative effort 


educational nature. 


are indicated by the week's result achieved 
by the five United States agencies of The 
Great-West Life—a business increase of 
30% over the average week of the year 
up to that time. 


THE 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


Head Office 
WINNIPEG, CANADA 


Branches in 
MICHIGAN ILLINOIS 


NORTH DAKOTA 


MINNESOTA 
WASHINGTON 




















Splendid Sales Gains Recorded | 





New business written by the Grand 
Rapids branch of the New York Life 
in February and March exceeds its al- 
lotment by 320 percent, according to G. 
B. Skiff, branch manager. This was the 
largest increase reported by any of the 
11 branches in the middle west depart- 
ment. Total business for the first quar- 
ter was 300 percent ahead of the equal- 
ling business closed from Jan. 1 to July 
15, i933. 

eo ok ae 

The St. Paul agency of the Union 
Central Life paid for 50 percent more 
business in April than in April, 1933, 
and double the amount of business of 
the two preceding months combined. Z. 
C. Yates is manager. 

ook ok 

Walter T. Shepard, general agent for 
the Lincoin National Life at Los An- 
geles, reports a gain of 100 percent for 
the first quarter in both written and paid 
business. 

*x* * * 

The E. L. Jenks general agency of 
the Pacific Mutual Life at Atlanta, Ga., 
in a one day sales drive produced 149 
applications, averaging nearly 9 appli- 
cations per agent. 


Well ahead of its last year’s volume, 
the Chicago Clearing House branch of 
the New York Life exceeded its pro- 
rata allotment for both paid and new 
organization business for the first four 
months. Frederick Bruchholz, agency 
director, celebrated his tenth anniver- 
sary with the New York Life recently, 
having joined the comparv as agency 
organizer in 1924. In 1928 he was ad- 
vanced to his present position. He was 
formerly with the Mutual Benefit Life. 


The home office agency at Los An- 
geles of the Pacific Mutual Life, John 
H. Russell manager, reports a gain of 
120 percent in premiums on new life 
sales. 

* * x 

The A. E. Biard agency of the Kan- 
sas City Life in San Antonio, Tex., 
under W. W. Johnston, wrote $189,v00 
and paid for $119,000 new business in 
March, the first full month of the 
agency. 

* *k * 

As the result of a two-month “fishing 
contest” conducted under the direction 
of O. D. Douglas, Texas general agent 
of the Lincoln National Life, $3,087,- 
‘598 in new business was written. The 
Texas agency shows a 40 percent in- 
crease in paid business for the first four 


1uonths. 
*x* * * 


C. F. Linder of Oklahoma City led 
the entire field of the Pacific Mutual 
Life in paid business for 1934 up to May 
1, with C. R. Kilbride of the home of- 
fice agency second, F. M. Locher, Baker 
& Moore agency, Los Angeles, third, 
and Frank Walker, home office agency, 
fourth. 

ee te 

R. M. Buck, Los Angeles general 
agent of the Indianapolis Life, led the 
company’s field for the first three 
months of 1934 in the personal produc- 
tion of paid business. During the same 
period his agency qualified for third 
place. 

ek ae 

The St. Louis general agency of the 
Connecticut Mutual Life, headed by 
Stratford Lee Morton, during the first 
15 days of April produced $500,000 in 
new business. 

* x 

The Continental Assurance of Chi- 
cago is recording a 100 percent increase 
in new business so far this year, and 
the insurance in force account has in- 
creased steadily. There is not only 
greater volume of business, but more 
applications. The company reports over 
$1,000,000 produced in Illinois, $750,000 
in Michigan and upwards of $500,000 in 
Ohio in Anril. The company’s “treasure 
chest” campaign, making use of the 
“plan-o-graph” cards, is credited by Ex- 











ecutive Vice-president G. F. Claypool 





with stimulating much of the produc. 
tion. * OK Ok 

Bayard Judd, joint Missouri state 
manager for the Kansas City Life, re. 
cently wrote business at the rate of $1, 
000 a minute for 45 minutes. The busi- 
ness covered six prospects, none of 
whom Mr. Judd had seen before and he 
got the cash with the apps.” 


The William F. Jenkins agency of 
the Home Life of New York in Chicago 
increased its paid business in April 133 
percent. The increase for the first 
quarter was 262 percent. 

* *K * 


Observance of president’s month in 
April by the- National Life of Des 
Moines resulted in the largest volume 
of business since May, 1931, an increase 
of 45 percent over March and an in- 
crease of 145 percent over April a year 
ago. Production for the year to date is 
100 percent in excess of the first four 
months of 1933. Applications for the 
month honoring President Koch doubled 
those of a year ago and there was an 
increase of 50 percent in the number of 
agents producing. ‘“Koch Day” on 
April 20 resulted in the largest single 
day’s business in the last five years. 


The Farmers & Traders Life of Syra- 
cuse had an increase of 56 percent above 
that of 1932 in paid business for the 
first quarter. A much greater com- 
parative improvement occurred in 
March and the business during the first 
half of April was 2% times that of 
April, 1933. The Farmers & Traders 
is making a special effort during the 
first six months through 3,000 granges. 
The effort is to produce at least three 
applications in each of the granges. 
Lapses have been showing marked re- 
duction in number Pe year. 


D. C. Kemp of Chicago, Equitable of 
New York agency manager, finds April 
of 1934 showed an increase in paid vol- 
ume over April, 1933, of 64 percent, and 
an increase in paid premiums of 25 per- 
cent. For the first four months of this 
year there is a comparative increase in 
paid volume of 33 percent and an in- 
crease in paid premiums of 26 percent 
in his agency. 


Bankruptcy Relief for 
Municipalities Is Favored 


WASHINGTON, D. C., May 3.—The 
Senate acted on legislation providing 
bankruptcy relief for municipalities, 
adopting in lieu of the measure passed 
by the House a substitute proposed by 
Senator McCarran of Nevada. The 
McCarran substitute is designed to offer 
greater protection to holders of de- 
‘bentures. Consent of 75 percent 0 
creditors is required. 

Discussion of the bill in the Senate 
developed that on Nov. 24 last there 
were a total of 1,650 municipalities or 
other taxing districts in default in the 
payment of their obligations, the num- 
ber in the various states ranging from 
one each in Maine and Massachusetts 
to 110 in Ohio, 264 in North Carolina 
and 323 in Florida. Only six, states 
were able to report no taxing divisions 
in default at that time, and the number 
was reduced by reason of an increase 
in the number of defaulters between 
Nov. 24 and Jan. 30 to 2,019. 


Southern Indiana Meeting 


The southern Indiana general agency 
of the Northwestern Mutual Life held 
a meeting at Bedford, District Agent 
Frank Hatfield and his son, Ale, acted 
as hosts. Assistant Director of Agen- 
cies Urban Poindexter, who is a native 
of that section of Indiana, spoke. He 
left when a small boy to go to Kan- 
sas with his father, who was North- 
western Mutual general agent. Clar- 
ence Poindexter, brother of Urban, St. 
Louis general agent, also was present 











and gave a talk. 
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Interest and Expense Items 
in Annuities Are Problems 





CHICAGO ACTUARIES’ FORUM 





General Opinion That Optional Settle- 
ments in Life Policies Must Be Put 
on Annuity Table Basis 





Annuities are a simple problem from 
the actuarial viewpoint, but in the light 
of the last few years there are a number 
of practical problems to be worked out, 
it was the consensus in the symposium 
on the subject in the annual meeting this 
week of the Chicago Actuarial Club. The 
mortality factor has been taken care of 
adequately. The interest factor is doubt- 
iy, The expense factor is something to 
be worked out. 

The rate of interest employed by the 
majority of companies now, 334 percent 
with an initial loading of 4% percent, 
would appear to be adequate at present. 
However, many life company actuaries 
are pessimistic over possibilities in the 
interest field. A matter of %4 percent or 
so might make a great deal of difference 
over the years. 

Interest Assumption Sound 


It was pointed out the companies on 
the average have not earned less than 
4percent and it seems that the interest 
rate established for immediate annuities 
would be adequate for a period of 20 
years. R. I. Booth, statistician of the 
Travelers Chicago branch office, who 
was elected president of the club, suc- 
ceeding W. M. Johnson, Central Life of 
Illinois, said that the mere fact that a 
company could not now earn more than 
4percent plus, should be no reason why 
immediate annuities should be calculated 
at less than 334 percent. 

The opinion was quite general that 
something eventually must ‘be done 
about changing the basis of optional in- 
come settlements in life contracts. He 
said that the experience is that nine out 
of ten beneficiaries would, if they had 
the choice, take the cash settlement rath- 
er than an annuity, but on the remain- 
ing 10 percent there would be strong 
anti-selection, especially if they were 
permitted to take cash value to purchase 
an annuity at any age or date. 


Deferred Annuity Problem 


The question of deferred annuities is 
a great and serious one, it was said. 
There is much question whether putting 
optional settlements in life contracts on 
the basis of present conditions may not 
cause difficulties in view of the fact the 
settlement may be used 30 or 40 years 
hence when conditions may be entirely 
changed. It was suggested by one actu- 
ary that general phraseology be used in 
offering the settlement, and no definite 
figures be inserted in the contract as to 
income to be paid. 

A great many beneficiaries are using 
Proceeds to buy annuities. Home offices 
receive many inquiries on investment of 
tunds, and the line of demarcation be- 
‘ween annuities and investments is get- 
ting closer and closer. One actuary re- 
ported that although his company is not 
large, it has in the last two years been 
offered in the aggregate millions of dol- 
lars for investment. He expressed belief 
‘ventually the life companies will place 
er policy options on an annuity table 

Report on Pension Fund Inquiry 


an R. Corbett, consulting actuary of 
: cago, told of a hearing in Washing- 
Wie on a railroad pension bill. He said 
,°.company actuaries have been trained 
- Insert factors of safety at every point, 
a In valuing pension funds it is not 
wcessarily desirable to do so. A show- 
a of surplus, he said, may be almost 
ri ad as a deficit. Most pension funds, 
be Stated, amount to little more than 
poten nee accounts for the benefit of 
a lal pensioners, built up at the ex- 
“nse of taxpayers or stockholders. This 
oemeaeecularly true of police and fire 
ra lon funds, There is enormous un- 
“essary expense instead of relieving 





present taxpayers of part of the burden 
by just enough reserve and passing some 
on to future taxpayers. 

The thought of the whole country is 
turning to old age support, he said. The 
unmatched record of life insurance has 
attracted public attention as the one 
best bet that can be depended on for a 
sure provision for old age. 

President Booth has been vice-presi- 
dent for the last year and chairman pro- 
gram committee. A. J. Schmidt of the 
Life & Casualty, Chicago, was elected 
vice-president, and J. A. Roberts, Con- 
tinental Assurance, re-elected secretary. 

President Booth appointed L. J. Le- 
Hane, Central Life of Illinois, as chair- 
man membership committee, and A. J. 
Schmidt, chairman local committee. 


To Head New York C. of C. 


T. I. Parkinson, president of the 
Equitable Life of New York, has been 
nominated for president of the Chamber 
of Commerce of New York state to suc- 
ceed James Brown. 


Brovan in Chicago 


D. M. Brovan, superintendent of agen- 
cies of the United Benefit Life, Omaha, 
has been a visitor in Chicago conferring 
with Redfield & McGurk, the company’s 
managers there. 





Colgrove Inaugurates a New 
Life Insurance Proposition 





CALLED ‘GOLDEN HOUR’ PLAN 





Coverage to Be Given by New Mutual 
Benefit Outfits Operating 
from Minneapolis 





C. W. Colgrove, who originated the 
Colgrove plan for insuring lives in 
groups and which was disbarred in a 
number of states, now appears to be 
operating from Minneapolis with a new 
scheme. Michigan insurance depart- 
ment officials have sent word to Com- 
missioner Brown of Minnesota regard- 
ing Mr. Colgrove’s activities. According 
to the Michigan department, Mr. Col- 
grove had established a base in Chicago 
and was seeking to set up a group of 
assessment institutions to operate by 
mail. The Illinois authorities got busy 
and seemingly the plan was balked and 
Mr. Colgrove moved on to Minneapolis. 

It now seems that Mr. Colgrove is 
launching the “golden hour plan,” based 
on five assessment mutual benefit con- 
cerns. He proposes in as many cases 
as possible to place $1,000 coverage with 





each outfit. Evidently he is seeking 
prospects among the ministerial pro- 
fession. Mr. Colgrove has issued a 
prospectus setting forth a contest plan 
under which 10,000 “booster members” 
are to be obtained. The names of the 
benefit associations are given as_ the 
Golden Hour, Family, Protection, Eco- 
nomic and Reconstruction. All are to 
be operated by the Golden Hour Man- 
agement Company. Each of the 10,000 
“boosters” is to be given a share of 
stock in the management company and 
it is stated that the prospective profits 
will reduce the assessments greatly. 


Big Line Is Compromised 


A compromise was effected last week 
by the life insurance companies with 
the mother of Howard E. Metzger of 
Cincinnati, who was insured for $285,- 
000, and about whose supposed death in 
September, 1931, there has been some 
mystery. The companies made a set- 
tlement of $115,000. From 1924 to 
1930, Metzger had taken out $100,000 
insurance and six months before his 
supposed death the line was increased 
to $285,000. While with a companion 
in a power boat in the Adirondacks 
region, Metzger is supposed to have 
drowned. The body was never re- 
covered. 
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This is one of a series of advertisements, reproducing the pages 
of a new book,“ The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N-Y. 


ETHELBERT IDE LOW 
Chairman of the Board 


JAMES A. FULTON 
President 
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ous and picturesque leader, has devel- 
oped a new mannerism in speaking. On 
frequent occasions, he ends a sentence 
with an all-embracive: “et cetera, et cet- 
era, et cetera.” Some of the other 
speakers in Cincinnati started imitating 
this mannerism, and ee air was full 
of et ceteras. KOK 

The visitors were wibateaiaiani the eve- 
ning before the meeting of the executive 
committee at the Cincinnati Club, being 


> To ~ Ip =} ‘. ad 
The trip required 24 hours. Mr. Thomp- | &¥ests of President C. V. Anderson. A 
number of Cincinnati leaders went to the 


son 15S chairman of the executive sesso club and fraternized with the visitors. 

mittee and is most popular. He is man- - es 

ager for the Metropolitan Life. J. W. Bishop, home office general agent 
ea of the Volunteer State Life, a former 

treasurer of the National association, 





Personalities at Parley 
of Agents in Cincinnati 








Charles C. Thompson of Seattle tra- 
veled by airplane both ways, in attend- 
ing the mid-year meeting of the execu- 
tive committee of the National Associa- 
tion of Life Underwriters at Cincinnati. 















T. M. Riehle of New York, a vigor- 
















CONSISTENT 
Growth 


Total Premium Income 


$25,599,000 
27,606,000 


1924 ‘ 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 


295 764,000 
32,485,000 
34,967,000 
37470,000 
38,588,000 
391974,000 
40,464,000 
45,067,000 
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AGENCIES IN SIXTY CITIES 


{| motored to Cincinnati with 


' at the University of Chattanooga. 


Mrs. Bishop 
and J. W. Bishop, Jr., who is a student 

A. D. Anderson, Aetna Life, Toronto, 
president of the Canadian Life Under- 
writers Association, went to Cincinnati 
to discuss arrangements for the annual 
meeting in Milwaukee. This is the year 
of the international meeting and Canada 
shares the _ stage. Attendance of at 
least 100 from Canada is expected. 

John L. Shuff of Cincinnati, 
dent of the National association and 
grand old man of the organization, was 
subjected to much spoofing, because of 
the fact that his company, the Union 
Central Life, was one of several organ- 
izations named in indictments returned 
by the Franklin county, Ky., grand jury 
for alleged failure to comply with the 
Kentucky law for regulating lobbyists. 
Many of Mr. Shuff’s friends offered to 
go bail for him. 

ee, Sas, 

Franklin W. Ganse, John Hancock Mu- 
tual, Boston, was unable to attend the 
Cincinnati session because he was in 
Washington, attending the meeting of 
the United States Chamber of Commerce. 
Mr. Ganse is chairman of the committee 
on cooperation with trust officers, which 
submitted a report at Cincinnati. 

* * * 

The session of the trustees the day 
before the executive committee gather- 
ing almost developed into two meetings. 
Part of the trustees turned up in a room 
which was scheduled on the _ bulletin 
board of the hotel, while another group 
went to a room which had been selected 
by President Anderson. Each group sat 
around for more than an hour and each 
was about to start separate sessions, 
until contact was established something 
after 11 a. m. 


National L. & A. Promotions 


past presi- 





Two Vice-Presidents Named, Others 
Advanced in Various Departments 
After Long Service 





A number of promotions have been 
made in the staff of the National Life 
& Accident. Secretary-Treasurer W. S 
Bearden has been promoted to vice- 
president and secretary after 27 years’ 
service. Assistant Secretary J. E. 
Wills, who has been with the company 
since 1922, also becomes vice-president. 

Assistant Secretary E. L. Stritch, 
connected with the company 21 years, 
is advanced to assistant vice-president. 
Assistant Treasurer H. Polk be- 
comes treasurer after 19 years’ service. 
G. D. Brooks, who -has been in the 
agents’ record division, becomes as- 
sistant treasurer. 

zs B. Kinney of the accounting di- 
vision, after 11 years’ service becomes 
assistant treasurer. R. A. Halley, who 
started with the company in 1906 and 
for many years has been manager of the 
statistical division, becomes assistant 
actuary. Miss Ethel Welsh of the ac- 
tuarial department, with 12 years of 
service, also becomes assistant actuary. 


Changes in Life Blanks Are 
Decreed by Commissioners 


NEW YORK, May 3.—More de- 

tailed information on overdue mort- 
gage interest will be contained in the 
life company blanks according to 
changes approved at a meeting this 
week of the blanks committee of the 
National Convention of Insurance Com- 
missioners. Companies will be required 
to give information on interest more 
than a year overdue, as well as more 
than three months overdue, which is 
required at present. 
There will be questions on the num- 
ber and amount of loans where interest 
has been cut by 1, 2, and 3 percent. 
Some companies have included this in- 
formation heretofore while others have 
not. 

A special subcommittee was named 
to consider revision of Schedule B, 
mortgage data, and another subcommit- 
tee to work out a satisfactory way of 
reporting annuities in the policy ex- 




















hibit. Some minor changes were made 


Pacific States Loses Round» 
in Chicago National Cay 









Losing the first round in its OPP sitio 
to the reopening of the reinsurance ¢ 
the Chicago National Life, the Pacife 
States Life of Colorado and Holly woo 
was given until May 16 to answer the 
petitions of two creditors who alleg 
that the reinsurance contract was fraud. 
ulent and collusive. The Pacific States 
was given the same time to answer the 
demand of the Illinois insurance depart. 
ment for an order authorizing it to trac 
the assets of the Chicago National Life 
The company demurred to the petitions 
of the state and the two creditors by 
at a hearing before Judge Willian 
Lindsay this week the demurrers were 
overruled. 

The arguments were mainly technical 
It was contended by the company that 
the case was practically closed. Judge 
Lindsay however called for a copy of 
the decree and pointed out paragraph j, 
originally inserted at his suggestion, ex. 
pressly reserving jurisdiction of the 
court for the purpose of supervising the 
liquidation of the Chicago National. 

The petition of the state was based on 
the fact that assets offered by the Ill. 
nois Mutual Life in attempt to qualify 
for a license were traced back to the 
portfolio of the Chicago National Life 
The reinsurance contract provided that 
the assets of the latter company should 
not be disposed of by the Pacific States 
except upon the approval of the Illinois 
department, allegedly not given. 


U. S. Chamber Sessions Get 
Under Way in Washington 


_WASHINGTON, May 3.—Nomina- 
tion of Justin Peters of Philadelphia, 
president of the Pennsylvania Lumber- 
men’s Mutual Fire, was reelected as 
a director of the United States Cham- 
ber of Commerce, and presentation of 
awards to winners to the inter-chamber 
fire waste and health conservation con- 
tests were the major activities of the 
meeting of the National Council of the 
chamber, on the eve of the convening 
of the organization’s annual meeting. 
Mr. Peters was without competition for 
shis position, assuring his election. 

The awards in the fire waste contest 
were presented to representatives of 
the winning cities by William H. Koop, 
president of the National Board, while 
Alfred Hurrell, vice-president of the 
Prudential, made the presentations in 
the health conservation contest. 

On Thursday talks were made before 
the insurance division by M. J. Cleary, 
president Northwestern Mutual Life, J. 
J. Fitzgerald, secretary Grain Dealers 
National Mutual Fire, Indianapolis, and 
R. J. Sullivan, vice-president Travelers. 








































































NOTICE 


Notice is hereby given that the unter 
signed, CHARLES V. O’HERN, as 
ceiver of the PEORIA LIFE INSU ANCE 
COMPANY, will, on or before the 14th 
day of May, 1934, receive proposals for 
the reinsurance of the business of_the 
Peoria Life Insurance Company. Such 
proposals are to be submitted in w riting 
in the form of a contract to be entered 
into by and between the undersigned Re- 
ceiver and the person, persons or Cor- 
poration submitting same, and shall be 
delivered to the undersigned, or his rep- 
resentative, at the office of the Receiver 
in the Peoria Life Building, Peoria, Il- 
linois. 

Six copies of such proposal or contract 
shall be submitted, same to be for con- 
sideration and examination by the, Re 
ceiver, the Director of Insurance of the 
State of Illinois, and their actuaries and 
attorneys. 3 : 
Prior to the filing of the Receiver's 
report to the Court on all proposals, 
the Receiver, with the Director of Insur- 
ance, their actuaries and attorneys, S 
a date to be fixed for each proposer, we 
discuss the provisions of its proposa 
with the proposer, its attorneys and ac 
tuary. f- 
No proposal or contract will be ¢ 
fective until approved by the Director 
Insurance of the State of Illinois 
the Circuit Court of Peoria County, 
linois. 9 day 

Dated at Peoria, Illinois, this 24th 4a 
of April, A. D. 1934. 

CHARLES V, 0’HERN, Receiver 
PEORIA LIFE INSURANCE _COMPAN?: 
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in the fraternal statement blank. 


Peoria, Ill. 
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und N Ww mont, Cleveland; W. L. Boyce, Equita- | the average closing ratio of this unit | of New York at Chicago in January, 
l Cc pees S Records ble Life of New York, Syracuse, N. Y.: |] was one in 5.5. ; 1932, during his first year making every 
Ase ' Q rter C. O. Fischer, Massachusetts Mutual, These results were obtained without | agency quota and qualifying for num- 
in econd ua te St. Louis; Holgar Johnson, J.S. Drewry, | emphasizing the necessity of work. The | erous club memberships. He continued 
»positi Mutual Benefit, Cincinnati; J. M. Hol- | agents had a new objective. They were | to make records with the Northwestern 
Pence . (CONTINUED FROM PAGE 3) combe, A. E. Patterson, Penn Mutual, | shooting for a peak. Increased energy | National. 
Pacitel Sih * alien: ihe Sate ” Chicago; S. R. Whitten, Jr., Home Life, | came as a by-product and the agency Prior to entering life insurance he 
11 woo4 decreasing, and the Se gro Jackson, Miss., and H. K. Schoch, Aetna | showed 27 percent more effort than at] was in engineering and construction 
+ Woe vho does not reap his full share of the | 7 ife, Detroit. any similar period in three years. work. In his office as consulting archi- 





Leadership in the various communi-| tect in Cleveland much of the design 
ties is changing, Mr. Johnson pointed | for the Cleveland auditorium w2s com- 
out. The new leadership won’t depend | pleted. He later was associated with 
on those who have done a good job, but two corporations as consulting en- 
will depend on those who have courage | gineer. 
to step out now to build new highs. j 


id new business now available should sur- 
D alleg& ender his rate book. There is proba- ° 

4 Traud-Bility of increase in life insurance pre- New Leadership to Men Who 
© States miums. As the prospect grows older, if} Build New Production Peaks ' 
wer the any changes are made in basic rates he : 


depart ust contemplate higher costs than pre- 
to trace a < P = . (CONTINUED FROM PAGE 3) 
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ors but While there has been and continues to | reached to build a new high and as a Takes Charge of Northwestern National | totaling $70,000 for alleged ‘stenhumemee 
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be an intense lovalty cooperation as the | result the agency had five of the best . fs # with a new insurance connection are 
rS wert president unfolds his program and puts] months in its history. There was an Life Agency in That City PRE : : ca te 
rre : : ancy : ; ; asked in two actions filed here by G. R. 
hnical into operation, there is beginning to | increased amount of planning and sales as Manager Duling, Ottumwa, Ia., against the Peo- 
ie : h : By : sae eae : ; , la., agains 
CAnical he evinced ‘the disposition to accept | eficiency. Every Monday morning, each ples Life of Frankfort, Ind., and its Des 


ny thatf# nothing on authority but to bring all | agent was required to submit a list of Alfred B. Sylvanus, who has been] Moines representative, O. C. Miller; P. 
Judge reports to the test of experience.’ The 15 prospects that he would propose defi- | connected with the One North LaSalle | H. Cless, deputy insurance commis- 
“OPY Off President’s very definite pronounce- | nitely to sell during the week. He was | office of the Northwestern National | sioner, and J. S. Fisk, clerk in the com- 
raph jf ments against destructive inflation | required to state why he had selected | Life in Chicago since last fall, has been | missioner’s office. 


On, €x-M should convince that the program will] those names and how he proposed to] appointed an agency manager in charge Duling says he was general agent for 
of thei he reasonable. Natural recovery aided | go about selling them. of one of the Chicago agencies, by W.| the Peoples Life from May 7 1932, to 
Ing the and abetted by artificial processes con-| The efficiency and technique of the} N. Stafford, home office representative | Dec. 8, 1933. He then formed a con- 
mal, tinues 10 inspire confidence. It is the | interview was sharpened. The first six |.in Chicago. Mr. Sylvanus’ office will | nection as general agent for the Illinois 
sed onff hope of business, which seems to be | months of 1933, a unit of 18 men in the | be in One North LaSalle building. Bankers Life in Iowa. He charges that 
he Ili justified, that the artificial processes | Johnson agency closed one case out of Although comparatively new to life | Miller, with the help of Cless and Fisk, 





qualify shall not be destructive of everything | 9.7. This ratio became better month by ! insurance, he has made an outstanding | attempted to undermine his affiliation 
be that has existed, but be reconstructive.” | month until towards the end of the year,| record. He started with the Equitable | with the Illinois company. 
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Get limiting each session to one hour. In 

the actual working out of the mechanics 
igton of this plan, a highly skilled traffic man- 
ager from one of the railroads will be 
consulted. 


IT 


sore The convention proper will get urider 
imber. WY Wednesday morning and there will 
fed as be a second session Wednesday after- 
Cham- 20on. The third session will be held 
jon of ff Lhursday morning. There will be no 
amber @ (ermal program Thursday afternoon, as 
1 con-§ that period is assigned for recreation. 
of the @ Abner A. Heald of Milwaukee said at 12 12 
of the Cincinnati that the program of enter- 


tainment is being scheduled that after- 








ne noon. This will probably consist of an 

on for industrial trip. ; : 
The fourth regular session will be 

ontest held Friday morning and the final ses- a eal 

es of @ 800 Friday afternoon. : 

Koop, & . Although there was no report on this 

while @ (ature, the assumption is that the mil- 

¢ the @ [on dollar round table will be in session 

ns inf 2! day Wednesday. , , : F i i - 
Alvin Moser, supervisor for the Aetna The Minnesota Mutual Organized Plan is basically a “Two-Call” proposition 

yefore Life in Milwaukee, is chairman of the —though some of the boys prefer the one call method, and it will work either 


leary, Milwaukee committee in charge of local 
fe, |. “tangements. 
Holgar Johnson said the plan is to 


way. 
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LW ceaite Gaia te wave tae The Ideal Formula assumes that—THROUGH A SKILLFUL “SALE-OF- 
—— f overload the program. An innovation is THE-INTERVIEW”—Sixty per cent (a little over half) of the twenty 
aa .* So a ee a NEW names provided each week—can be converted into “appointments,” 
oe — — -_ year there was the prospect promising to listen, now or later, to a most interesting story for 
14th st session for the women agents about thirty minutes. 


s for @ 42d so much enthusiasm was recorded 

= that the program committee decided to 
u F J y iti . . . . 

su give the women even greater recognition Even “green” men have little difficulty getting 12 appointments out of each 


iting : 
this year 
tered ; . ; E aaa J a - 
1Re-f Another innovation will be a meeting 20 NEW names—using a-habit interview-sale into which we have packed a 


cor- @ either Tuesday or Thursday evening oi 


eve i ; 
the officers of all local associations, for lot of experience 


ww 


rep : ; o: 
“4 the discussion of association problems. » 
ad Mr. Johnson said the program com- @ Hence the 20—12: twenty NEW names, twelve appointments—every week. 
tract mittee is eager to secure as speakers a p Z 3 
con- J "umber of agents who produce from The plan makes it possible to get both—easily, naturally. 
Re- # $250,000 to $300,000 who are _ stable 
tnd fancially, who are well regarded in Interested? Then write 
4 their communities, who have done a s ; . 
vert food job and can tell about it. The Harold J. Cummings, Vice-President 


committee is requesting that leads as 
; at @ ' Such producers be submitted. Those 


it J hose names are sugested. wil be tn THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


vestigated and a selection made. 


- The : 

Program committee held a three- : 
hy? hour session in Cincinnati and the gen- Saint Paul 
J 


pie tral agents and managers’ program com- 
Ii a also held a session, although 
airman Myrick was not able to at- 
nd. 


day ten 1 ’ 
Those at the general agents and man- 20 12 20 


NY, aed Program committee meeting were 
IL. ~ B. Hamlin, National Life of Ver- 
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The Criterion 


T HE true measure of progress 

in an institution is perform- 
ance—not for the day only—but 
over the years. This progressive, 
time-tried Company is in its fortieth 
year of consistent, conservative, 
steady performance. It has paid 
over $93,000,000 in benefits 
to policyholders and their 


beneficiaries . . : 


THE 


STATE LIFE 


INSURANCE COMPANY 


Indianapolis 
Indiana 


FORTIETH YEAR 











Discuss N. A. L. U. 
Headquarters Move 
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cause a controversy with the companies, 
if he decides that his position is wise. 
Although there was little indication of 
this viewpoint on the surface, a hint of 
it was given by C. C. Thompson of Se- 
attle, chairman of the executive com- 
mittee, in concluding remarks before the 
Cincinnati session. He asked those pres- 
ent not to forget the past. He said 
the association has been making prog- 
ress and he expressed objection to the 
idea of building a new road merely for 
the sake of building it. Such a road, he 
said, might lead into a realm of false 
hopes. The association, he said, has 
traveled along safe, sound lines and this 
course should be continued. 
Membership Report Gratifying 


T. M. Riehle of New York, vice-presi- 
dent of the association, was able to make 
a gratfying report as chairman of the 
membership committee. As of April 26, 
the paid membership was the largest in 
the history of the association as of the 
same day in any previous year. The 
total membership on that day was 
15,697. He predicted that as of June 
30, when the books are closed, the mem- 
bership will exceed 20,000 and be the 
largest in history. 

Seventeen states, he said, are at this 
time ahead of their membership as of 
June 30 last year. Furthermore, 104 lo- 
cal associations as of April 26 are equal 
to or ahead of their June 30, 1933, fig- 
ures. There are now 265 local associ- 
ations affiliated with the National asso- 
ciation. 

Mr. Riehle said he proposes to pre- 
pare a manual of ideas and suggestions 
as to membership work to be used “to 
merchandise membership.” Financial 
independence week, he said, was a great 
stimulus to membership. 

New Nominating Committee 


The new constitution and by-laws had 
their first practical application at the 
Cincinnati meeting when a new manner 
of selecting the nominating committee 
was followed. President Anderson sub- 
mitted a list of 15 names to be voted 
upon, five to be elected. As a result of 
the balloting, the committee consists of 
C. C. Gilman, National Life of Ver- 
mont, Boston; H. G. Wischmeyer, John 
Hancock, Cleveland; Clancy D. Con- 


nell, Provident Mutual, New York; Wy. 
M. Furey, Berkshire Life, Pittsburgh, 
and E. A. Crane, Northwestern Mutual 
Indianapolis. President Anderson name 
Mr. Crane as chairman of the con. 
mittee. 

Elbert Storer, Bankers Life of Iowa, 
Indianapolis, a past president of the 
National association, submitted his res. 
ignation as a trustee, because of jj| 
health, and Mr. Anderson nominated 
Mr. Crane to fill the vacancy. Mr. 
Crane was elected. 


Invitations for 1935 Meeting 


Although the executive committee dij 
not have power to act at that time, in. 
vitations were presented from three 
cities for the 1935 convention. C. ¢ 
Gilman presented the invitation for 
Boston. He pointed out that next year 
the New England Mutual celebrates the 
100th anniversary of the granting of its 
charter and it would be a gracious ges- 
ture to meet in the home city of that 
company. 

A. Walton Litz, Great Southern, pre- 
sented the invitation for Nashville. E. 
R. Gray, Prudential, was the Des 
Moines spokesman. 

O.-Sam Cummings, Kansas City Life, 
Dallas, reported as chairman of the new 
committee on new associations. The 
committee is eager to have more local 
associations formed in smaller places, 
The objective is to cause the formation 
of 250 new associations in five years. 
The program is to have 50 new organ- 
izations established this year. So far 
there have been 12 new associations with 
224 members. There are 18 members 
of the committee, each from a different 
state and each responsible for the work 
in his state. 


Seek Uniform Association Year 


Mr. Cummings also reported as chair- 
man of the committee on the new con- 
stitution and by-laws, which is under- 
taking to promote uniformity in the lo- 
cal association year. Under the new 
constitution and by-laws, the provision 
is that the year of the local association 
begins July 1. In order to get on that 
basis, the trustees of the National asso- 
ciation recommend that each local asso- 
ciation, which holds its.election prior to 
July 1 of this year, choose its officers 
to hold office until July 1, 1935. Where 
the election of the local association 
comes after July 1 of this year, the trus- 
tees recommend that the local associa- 
tion either elect its officers to serve 
until July 1, 1935, or until July 1, 1936. 





At the executive committee meeting, 























New Dual Income Policy 


Another sharp tool for Fidelity selling kits. 
Combines in one contract its famous “Income for 
Life” plan and the well-known Family Income plan 
to provide coverage of the broadest appeal. 


Issued with Disability 


May be issued with disability income of $10.00 
per month for each unit of “Income for Life” 
provided. With “Income for Life,” Family Income 
and the “Dual Income” policies, in addition to its 
popular Bridge-Builder and Fortifier plans, Fidel- 
ity agents can successfully meet the modern trend 
of insurance buying. 


Send for booklet, “The Company Back of the 
Contract” 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 



































Cc. C. THOMPSON 


At the mid-year meeting of the executive committee of the National _ 
ciation of Life Underwriters at Cincinnati, Charles C. Thompson of Seattle _ 
sided as chairman. At his side was President C. V. Anderson of the associa in 
Holding the meeting in Cincinnati was a tribute to Mr. Anderson, boca 
former years, with only one or two exceptions, the meeting had been held ei 











in New York or Chicago. 


Conduct Sessions in Cincinnati 














Cc. V. ANDERSON 
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Mr. Anderson made a brief talk, in 
which he recalled that he had traveled 
widely and he reported that insurance 
men everywhere are optimistic. He read 
a letter from Julian S. Myrick of New 
York, predicting that a buyers’ market 
will soon be here if it is not in fact 
already here. 

Reports on Year’s Work 


Ernest W. Owen, Sun Life, Detroit, 
reported as secretary and R. L. Jones, 
State Mutual Life, New York, as treas- 
urer. Assets amount to $70,009, includ- 
ing cash, $60,070. This compares with 
assets of $62,864 a year ago. Surplus 
as of March 31, 1934, was $45,215. The 
receipts during the nine months ending 
March 31 were $80,848 and disburse- 
ments $77,009. 

Managing Director R. B. Hull, in his 
report, reviewed the highlights of the 
last few months, including the work of 
the membership committee, committee 
on organization and new associations, 
fnancial independence week and _ the 
work of the committee on law and legis- 
lation, particularly its efforts against the 
proposed new basis for federal taxation 
of annuities, which Mr. Hull character- 
ized as “unfair and unconstitutional.” 
Among the problems that are upper- 
most, according to Mr. Hull, are the 
writing of life insurance by mail by un- 
licensed companies, the activities of so- 
called insurance counsellors, “especially 
that brand which is so insidiously tear- 
ing down all forms of life insurance 
other than ‘pure protection,’ and the at- 
tack which is being made upon the Na- 
tional Association of Life Underwriters 
by the American Federation of Labor.” 

Mr. Hull predicted that the member- 
ship June 30 would be 21,671. 


Plan Many Company Conventions 


A. A. Heald, Provident Mutual, Mil- 
waukee, reported for the International 
Council. This is the committee which 
functions particularly the year of the 
international meetings. Mr. Head said 
he had communicated with 252 super- 
intendents of agents in the United 
States and Canada, suggesting that their 
companies hold conventions in Milwau- 
kee during the date of the National as- 
sociation meeting. A number replied 
that they would do so and the conven- 
tion attendance should be swelled by 
about 200 on account of these meetings, 
he said. Milwaukee people anticipate 
an attendance of from 1,500 to 1,700. 

George E. Lackey, Massachusetts Mu- 
tual, Detroit, reported for the commit- 
tee on cooperation with lawyers. He 
said that life insurance speakers should 
be brought before organizations of 
lawyers. 

Mr. Hull read the report of Lara P. 
Good, Prudential, San Diego, chairman 
of the educational committee. Mr. Good 
contended that the work of this com- 
mittee should be directed towards edu- 
cating the public on life insurance. He 
suggested a manual be prepared outlin- 
ing the work of the committee, so that 
4 continuity of purpose might be car- 
red on. He suggested that changes in 
the personnel of the committee be made 
more gradual. He proposed that the 
committee sponsor the editing of a life 
surance column to be marketed 
thtough a syndicate of newspapers. Life 
msurance publicity efforts have not been 
fective, because too much _ personal 
publicity or sales propaganda has been 
but out, he said. 

Mr. Good favors local and national 
Tadio broadcasts, establishing a speak- 
tts bureau to supply talent for pro- 
stams of luncheon clubs, etc.; sponsor- 
Ng regular courses in life insurance in 
schools and promotion of essay contests. 

The report of Julian S. Myrick as 
chairman of the law and legislation com- 
mittee was read by Mr. Hull. The fight 
against the new annuity tax proposal 
Was reviewed. He mentioned the pro- 
poeat to decrease estate and gift taxes 
pie $50,000 to $40,000 and he_men- 
= proposed in Rhode Island 
bank ew York authorizing savings 
dealie to engage in life insurance. Bills 
. ‘ng with insurance codes were 
Cught up in Virginia, West Virginia, 





Visioning Need Termed A¢gent’s Function 





It is probably only in rare cases that 
life agents create a need, A. E. Wright, 
district manager Mutual of New York 
at Uniontown, Pa., declared in an ad- 
dress at the Pittsburgh sales congress. 
He said agents must train themselves 
in prospecting to see in the lives of peo- 
ple that they know and to whom they 
can talk, need for life insurance. 

In the vast majority of situations, the 
need exists long before the agent sees 
it. It is the agent’s job to see the need 
and then make it a part of the pros- 
pect’s thought, to organize the pros- 
pect’s mind in such a way he will be- 
come conscious of the need. 

Mr. Wright expressed belief Amer- 
ican legal reserve life insurance is on 
the threshold of one of its greatest op- 
portunities, an opportunity made to 
order and which if intelligently capi- 
talized by the agents will result in ad- 
vancement of life insurance far beyond 
any point ever before reached. Col- 
lapse of heretofore popular types of in- 
vestments has made the investing pub- 
lic more conservative and open-minded. 
Sale of liberty bonds by the government 
caused the population to be investment- 
minded. 





Mr. Wright said that before long life 


agents will be in strenuous competition 
with investment bankers. Capital will 
seek a variety of outlets for investment. 

People whom the agents canvass now 
are no longer living in an inflated men- 
tality, he said. The agents are not 
forced by law to be actuaries and sta- 
tisticians. Therefore, Mr. Wright said, 
it seems that the easy and intelligent 
presentation of the life insurance pro- 
posal is along the line of telling the 
prospect what life insurance will do for 
him if he lives and for his dependents 
if he passes on. 

There are two types of selling, he 
said, based on tangibles and intangibles. 
The life blood of any successful selling 
is intelligent prospecting. Sale of a 
tangible does not require complicated 
prospecting procedure, as does life in- 
surance selling. A proper mental atti- 
tude toward the prospect’s problem is 
an important point in solving any sit- 
uation confronting agents. 

The seller of tangibles must be alert 
and keep an open eye, but after a little 
training can readily see a need or lack 
of need for his commodity. The selling 
of intangibles offers a much greater 
field, that of appeal to the mind, he as- 
serted. 





Principles Adopted for 
Life-Trust Cooperation 





(CONTINUED FROM PAGE 1) 


life insurance without first consulting 
with or calling into conference the life 
underwriter who had a part in working 
out the estate plan or the present insur- 
ance adviser of the insured. A life un- 
derwriter should not suggest any ma- 
terial change that would affect the will 
or trust arrangements without first con- 
sulting with or calling into conference 
the trust man who had a part in work- 
ing out the estate-plan. 


* * * 


Life Underwriters and Trust Men Mu- 
tually Helpful.—Life underwriters and 
trust men are both engaged in the proc- 
esses of estate-creation, estate-conserva- 
tion, and estate-administration for the 
same customers. They should be mutu- 
ally helpful to each other if they would 
be most helpful to their customers. Mu- 
tual helpfulness implies that both life 
underwriters and trust men will refrain 
from making detrimental statements 
about one another’s institutions or serv- 
ices. The best interests of the customer 
and his beneficiaries should be the para- 
mount consideration in all cases. In 
promoting the best interests of the cus- 
tomer, the life underwriter and the trust 
man find themselves working together in 
mutual respect and helpfulness. 








**DespitTE 
of thought and opinion, the 


insurance.” 





I believe, that there are American institutions 
which have stood four square to the mutations 
of time and public policy, and that among them 


none is more steadfast than the institution of 





the agitated state 





idea is emerging, 


Merte TuHorpe, Editor of 
“NaTIon’s BUSINESS” 








the Lumbermens 


TANDING steadfast to the muta- 
tions of time and public policy— 
what better description of the record of 
Mutual Casualty 
Company — particularly impressive 
during the last four years. 


In underwriting—the real keynote 
of sound insurance protection—risks 
are carefully selected. The fact that 
over 42% of all invested assets is in 
Cash and United States government 


bonds testifies to the conservative and 


liquid condition of the Company. 


Have these sound policies appealed 
to careful insurance buyers? Assets of 
$17,222,827.28 on December 31, 1933, 


were 48% greater than on December 


years. 


James S. Kemper, President 


MUTUAL INSURANCE BUILDING 
REPRESENTED BY LEADING AGENTS THROUGHOUT THE COUNTRY 


31, 1929, while premium income during 
the four depression years was 77% 


more than during the previous four 


LUMBERMENS MUTUAL CASUALTY COMPANY 


CHICAGO, U. S. A. 








strict of Columbia and Arkansas. 
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Study Decentralization Plan 


DECENTRALIZATION ‘n the handling of 
delinquent and foreclosed properties and 
the establishment of branch offices to 
take over this function as well as that of 
loan correspondents have been effected 
by some of the leading companies and 
it is likely that others will follow suit. 
Developed as a matter of necessity in 
territories where loan correspondents 
had proven unable to cope with the sit- 
uation satisfactorily, these branch of- 
fices have shown their worth and, in 
the case of the larger companies which 
have gone over to this basis, the ar- 
rangement likely to be continued 
permanently. These branch offices are 
quite autonomous, deciding all ques- 
tions without reference to the home of- 
fice except in cases involving a funda- 
mental matter of policy. 

The history of such arrangements 
has been somewhat the same in all the 
companies which have instituted them. 
When the handling of foreclosed and 
distressed properties got to the point 
where it exceeded the capacity of nor- 
mal facilities, the usual procedure was 
to manage these properties from the 
home office, building up a unit of con- 
siderable proportions as the need for it 
increased. 


is 


Law of Averages in Salesmanship 


THE law of averages works in insur- 
ance soliciting as well as it does in the 
creation of mortality tables or calculat- 
ing insurance premiums. The larger the 
number of people or risks written the 
more nearly scientific and correct is the 
average. In salesmanship the more peo- 
ple seen and intelligently canvassed, the 
higher will be the average return. Where 


Taking Advantage of Opportunity 


In these days when it is difficult to 
maintain one’s equilibrium in business 
very little good is accomplished in de- 
ploring the business outlook and talking 
about it. Eventually it will right itself. 
As one writer puts it, “Never mind the 
business outlook. Be on the outlook for 
business.” The insurance salesman who 


Some companies, however, began to 
feel that instead of continuing a large 
home office department, these proper- 
ties could best be handled through 
branch offices, where the local officials 


would be in close contact with their 
field of action. The pioneers in this de-1 
centralization mdvement were the 


Union CENTRAL, the AETNA Lire, and the 
PRUDENTIAL. 

Whether such branch offices, as a 
permanent system, will be preferable to 
the usual system of handling loans and 
properties through correspondents is a 
question somewhat analogous to dis- 
cussions on the relative merits of the 
managerial and general agency systems 
in the selling end. There are promi- 
nent companies doing well with both 
systems, and not all the leading com- 
panies are contemplating changing over 
to the branch office plan for handling 
loans and properties. Some feel that 
the correspondent has certain advan- 
tages, for example, in being able to be 
more aggressive in soliciting loans, and 
in employing tactics which, while per- 
fectly legitimate, might be considered 
undignified in a life company acting di- 
rect. Benefits can be found under each 
method of operations. 


an insurance man consistently and indus- 
triously interviews people, not in a slip- 
shod way, but in a definite, concrete man- 
ner his chance of getting results is 
greatly enlarged. After a while his pro- 
duction is as certain as the insurance 
tables. The successful insurance men 
therefore are putting into effect the law 
of average in their solicitation. 


is seeing more people and who is fitting 
himself more effectively for his work 
will drive through any storm of depres- 
sion. He will be alert for any oppor- 
tunity that presents itself for his ad- 
vancement. He must not close his eyes 
to these opportunities, however other- 






PERSONAL SIDE OF BUSINESS 





C. F. Nesbit of Washington, D. C., 
formerly superintendent of insurance for 
the District of Columbia, and insurance 
counsellor in Washington, died last 
week in his city. He was commis- 
sioner of military and naval insurance 
of the war risk bureau under President 
Wilson. He was formerly president of 
the Masonic Mutual Life and handled 
the actuarial details of the organization 
and operation of the Electrical Workers 
Jenefit Association. Later he was man- 
ager of the Union Cooperative of Wash- 
ington, D. C. 


Rupert F. Fry, for nearly a quarter 
of a century president of the Old Line 
Life of Milwaukee and since February 
chairman of the board, has returned to 
duties at the home office in Milwaukee 
after a three months’ absence due to 
illness. For the present Mr. Fry will 
spend only an hour a day two or three 
times a week at the office, but expects 
to participate more actively with the 
other officers in the management of the 
company again this fall. 


Norton J. Williams of Neenah, Wis., 
vice-president of the Equitable Reserve 
Association will be a candidate for the 
Republican nomination for the state 
senate in the 19th district, comprising 
Calumet and Winnebago counties. 


W. E. Shurtleff, general agent of the 
National Fidelity Life, Kansas City, 
Mo., died at his home there after an ill- 
ness of five months. 


Mrs. Harriet M. Wight of 17 Marion 
Road, Upper Montclair, N. J., died last 
week from embolism of the lung, fol- 
lowing an operation. She had been ill 
for two months. Mrs. Wight was the 
wife of George T. Wight, who recently 
retired as manager of the Association of 
Life Insurance Presidents. They were 
married Dec. 28, 1908, in Albany, where 
Mrs. Wight was born and received her 
education. 

The funeral was held from the family 
home in Upper Montclair Monday after- 
noon, Rev. Robert Wight Trenbath, rec- 
tor of St. James, officiating. 

W. B. Eastham, 74, in charge of the 
Nebraska insurance department from 
1915 to 1919, died after a few days’ iil- 
ness at his home in Lincoln. He was 
prominently mentioned for commis- 
sioner three years ago when Governor 
Bryan took office. He had been active 
in Democratic politics for many years, 
and had served as a deputy internal rev- 
enue collector for Nebraska, deputy 
state auditor and assistant to the state 
treasurer. 


John Herzog, with the Mutual Bene- 
fit Life in Buffalo, will be honored at a 
testimonial luncheon in Perry, N. Y., 
May 5. He will complete a half cen- 
tury of service with the company at 
that time. Clay W. Hamlin, Buffalo 
general agent is in charge of arrange- 
ments. 

Life insurance friends tendered Os- 
borne Bethea of the Penn Mutual a 
farewell party in Cleveland. He left 
Saturday for New York to become 
manager of the J. Elliott Hall agency. 
His successor in Cleveland, Rene 
Banks, was introduced. The party was 
arranged by E. W. Brailey, general 
agent New England Mutual. 

S. G. Landon, who resigned recently 
as Provident Mutual general agent at 
Harrisburg, Pa., has been with that 
company nearly 34 years, having entered 
its service as a special agent at Bing- 
hamton, N. Y., in 1900. He was ap- 
pointed general agent at Albany in 1907, 
and left to become general agent at 
Harrisburg in 1918. In 1925 he formed 
a partnership with B. M. Ogelsby, who 
now succeeds him, and four years later 





wise he may miss success. 


| 











the Harrisburg agency was combined 


————, 


with the Pittsburgh agency under ¢h 
direction of Landon & Ogelsby, with 
offices in Pittsburgh. Later, Mr. Lap. 
don resigned as general agent at Pitts. 
hurgh and returned to Harrisburg a 
sole general agent. The firm of Ogelsh, 
& Webster took over the Provident Mr. 
tual territory in Pittsburgh. Mr 
Ogelsby is now returning to Harris. 
burg as sole general ayent. 


_ 


The Forward Detroit Club, a volun. 
teer organization to promote the inter. 
ests of the city, has been formed as an 
outgrowth of the “Speed Detroit” cam- 
paign recently concluded by the Detroit 
board of commerce. John A. Reyn- 
olds, president Detroit Life, who was 
“general” of Division A in the drive, 
heads the new club as chairman. The 
executive committee includes five insur- 
ance men in its membership of 16: 
George E. Lackey, general agent Massa- 
chusetts Mutual Life; T. Flattery, 
general agent Detroit Life; C. H. Mur 
phy, past president board of fire com- 
missioners, and Ernest W. Owen, mai- 
ager Sun Life of Canada, in addition to 
Mr. Reynolds. 


H. C. Hintzpeter, one of the Chicago 
general agents of the Mutual Life of 
New York, has been elected president 
of the German Club of that city. This 
is an organization composed of natural- 


ized Germans or those of German 
descent. It was started some 20 years 
ago. 


E. W. Clark, Iowa commissioner, re- 
ceived a back salary check for $2,83i, 
representing salary due since Aug. 1, 
1933, from C. B. Murtagh, state comp- 
troller, after Murtagh found the time for 
filing motion for rehearing in Mr. 
Clark’s mandamus case before the Iowa 
supreme court had passed. 

Frank M. Peters, president of the 
Federal Union Life of Cincinnati, 1s, 
the Good Samaritan hospital in his city, 
suffering from pneumonia. His condition 
is reported to be serious. 

For a time he was under an oxyge 
tent and then poisoning set in and al- 
though he is not yet off the danger list, 
he is, at last reports, doing nicely. 

Ohio State Life agents have been put- 
ting on campaigns in honor of the wives 
of the managers. The Pittsburgh agency 
has just closed a contest in tribute to 
Mrs. A. E. Demilio, wife of the mat 
ager, and last week while Mrs. Meletus 
Garner, wife of the Youngstown, 
manager, was visiting in Columbus, her 
old home. the members. of the Youngs 
town agency started a campaign in her 
honor. Every member of the agen 
brought in one or more applications. 
Ohio State managers are beginning t0 
think that their agents are an extraore 
narily chivalrous lot and that they Ww! 
work harder when tribute is to be pa! 
to a woman than when the manage 
himself is to be honored. 


A life insurance president now sits he 
the governor’s chair in Nebraska in py 
person of Walter H. Jurgensen, head a 
the Western Union Life and heutenay 
governor of the state. Governor —_ 
has gone on a two weeks’ vacation, “* 
filing as a Democratic candidate 
United States senator. 


Four Penn Mutual agents of Phoenis, 
Ariz. Mel Fickas, E. C. Hackbarth, 
Floyd Holdren and Stanley Elder, te 
turning from a convention in Denver 
where they attended installation of l. 
E. Eddleblute as general agent, = 
ceeding R. P. Banks, were mistaken ad 
police officers for Dillinger gangster 
and had several bad hours while they 
were covered by  sub-machine guns. 
They set out from Denver in a Re" 
car which carried no license plates: 
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Passing through Trinidad, Col., they 
caused suspicion, and as they rounded 
, turn in the Raton Pass, they came 


face to face with four officers armed 
with /_ machine guns and sawed-off 
shot guns. They were searched and 


taken to the Raton police station for 
questioning, finally proving their iden- 
tity. One of the machine gunners was 
approached on the subject of taking 
some lite insurance, but it developed he 
also Was an insurance man who had 
taken the police job to tide over. The 
installation of Mr. Eddleblute was con- 
ducted by Vice-President F. H. Davis. 

Dr. W. L. O’Connell has been ap- 
pointed medical director of the Brook- 
lyn National Life to succeed the late 
Dr. F. D. Jennings. Dr. O’Connell has 
heen associate medical director for a 
number of years. He is on the staff of 
St. Catherine’s hospital. 

James A. McVoy, former president 
of the Central States Life of St. Louis, 
is recovering from injuries sustained in 
a fall at his home, 20 Westmoreland 
place, a few weeks ago. He was ad- 
justing a lamp in a hall when he lost 
his balance and fell. He sustained sev- 
eral fractured ribs and other injuries. 
Last summer he was seriously injured 
in an automobile accident. 


George E. Bulkley, first vice-presi- 
dent of the Connecticut General Life, 
accompanied by Mrs. Bulkley, has been 
on the Pacific Coast several weeks on 





a combined business and pleasure trip. 
While in San Francisco Mr. and Mrs. 
Bulkley visited their son, Lawrence 
Bulkley, who is with the St. Paul Fire 
& Marine there, and their daughter, 
Mrs. G. S. Hauck. Mr. Hauck is one 
of the leading producers of the M. L. 
Fairchild agency of the Connecticut 
General. 

They made a brief stop in Chicago on 
their way east. 


H. W. Fifield, Jr., associate gen- 
era! agent of the State Mutual Life for 
Maine, died at a Boston hospital fol- 
lowing an operation. He had served 
the State Mutual in Rockland, Bangor 
and Portland, Me. 

H. J. Garretson, assistant manager 
of agencies of the Fidelity Mutual Life, 
is preparing to move to Chicago, which 
hereafter will be his headquarters. He 
will reside in Glencoe. The move is in 
line with the company’s determination 
to have an agency official in close touch 
with the central western and Pacific 
territory. 


John Newton Russell, agency ad- 
viser of the Pacific Mutual Life, has re- 
turned to Los Angeles from a six-weeks 
trip to Havana via the Panama Canal, 
accompanied by Mrs. Russell. 


Henry Schwarting, secretary of the 
East Texas Life, Palestine, Tex., was 
drowned while fishing in a lake near 
there. 








NEWS OF THE COMPANIES 





Receivership Is Up to Judge 





Attorneys Complete Oral Arguments 
and File Briefs in Continental Life 
of Missouri Suit 





ST. LOUIS, May 3.—The suit of 
Superintendent R. E. O’Malley to dis- 
solve the Continental Life of St. Louis 
has been taken under advisement by 
Circuit Judge Ryan. The final legal 
move took place yesterday when attor- 
neys for the insurance department filed 
their reply brief to the one prepared by 
counsel for the company. It is antici- 
pated that Judge Ryan will announce 
his decision at a very early date. 

Defense Case Outlined 


At the oral arguments last week Theo- 
dore Rassieur, chief counsel for the de- 
fense, concentrated his defense on the 
grounds that the company is solvent. if 
the valuations used by the Missouri in- 
surance department in rating other life 
insurance companies are applied. He 
argued that the Continental Life should 
be regarded as a going concern while 
the Missouri insurance department has 
insisted —_ the actual market values 
as of Jan. last, the date the suit was 
filed, a be used. 

Powell McHaney in his arguments for 
the insurance department had charged 
os but for the Continental Life, the 
Grand National Bank and the W ellston 

frust Company would’ have failed in 
1930. Both banks are now in liquida- 
tion. He cited several transactions be- 
tween the various institutions in which 
President Ed Mays was interested to 
Prove this contention. 


No Danger of Repetition 


Mr. Rassieur in replying said that 
there was no danger of a repetition of 
the acts complained of because the 
banks were being liquidated. “The de- 
Partment claims that the numerous and 
arge loans to Mays and associates by 
these banks were made possible by the 
insurance company’s deposits,” he said. 
a At this point Judge Ryan interposed: 
t smacks very strongly of that. This 
nter-relation of the insurance company 
and the banks is of the utmost impor- 
eng There is a pretty little situation 
. wish to know more about. It is 

at bold transaction which began with 





a loan to Mays by the Boatmen’s Na- 
tional Bank and ended with the sale of 
2,400 shares of Grand National Bank 
stock to the Wellston Trust Company.” 
Mr. Rassieur then proceeded to review 
this transaction fully for the court. Un- 
der the terms of the sale of the Grand 
National Bank to the trust company the 
Continental Securities & Holding Com- 
pany, which was controlled by Mr. 
Mays, agreed to repurchase the stock at 
the rate of 800 shares a year over a 
period of three years but failed to do so. 


Denies Borrowing Privilege 


Judge Ryan also revealed his disap- 
proval of the company’s $2,176,755 in- 
vestment in its 22-story home office 
building, saying: “What was the use of 
building a 22- -story office building for a 
company of this size? It merely is an 
evidence of vanity and a desire for 
pomp and display. I don’t approve of 
that and I am not going to be bound 
by such court decisions.” This com- 
ment was brought out by Mr. Rassieur’s 
reference to legal decisions in support 
of the office building cost. 

While admitting that it might not 
have been wise to have kept as much 
as $1,250,000 on deposit in the two 
banks, Mr. Rassieur denied that the life 
company’s funds were placed in the 
banks so that Mr. Mays could take pri- 
vate advantage of them by obtaining 
large loans from the banks. He con- 
tended that there is nothing in the laws 
of Missouri or any other state to justify 
Superintendent O’Malley’s demand that 
stock control of the life insurance com- 
pany be trusteed to him. 


Orders Bank Assessment 


The comptroller of the currency at 
Washington has ordered a 100 percent 
assessment against the stockholders of 
the Grand National Bank, to raise $700,- 
000 to aid in meeting claims. About 42 
percent or 2,927 shares, are in the name 
of Ed Mays, its president. The assess- 
ment against these shares is $292,700. 
The Continental Securities & Holding 
Company owns 601 shares. The Grand 
National Bank was closed in March, 
1933, and has been operating under a 
conservator until recently, when it was 
decided that it would be liquidated. It 
has about 10,000 depositors and deposits 
totaling about $1,774,000, including $610,- 
000 of the Continental Life funds. The 











THERE IS NO SUBSTITUTE 


for Non-Cancellable Income Disability Protection 


Pacific Mutual Non-Cancellable Income Insurance is now 
available in two distinct forms: 


(1) Life Indemnity — pays as 
long as disability exists dur- 
ing the life of the insured. 


(2) Aggregate Indemnity — 
creates (at surprisingly low 
annual cost) a substantial, 
stated, Disability Income 
Fund—a reserve, disburs- 
able as monthly income 
when disability interrupts 
earnings. 


Details of 
PACIFIC MUTUAL NON-CANCELLABLE INCOME _ INSUR- 


ANCE may be secured from local representative or home office. 


Founded 1868 


acitic Mutual Life 


Insurance Company crane 


GEORGE 1.COCHRAN., presioent 
Assets 


Over $198,000,000 


Home Office 
Los Angeles, California 




















Group Insurance 
Gains Ground 


During a period of increased consid- 
eration for workers, extending from 
Washington throughout industry, group 
insurance naturally gains ground. 


Even during 1933 group life sales fell 
little below their peak while accident and 
health insurance and retirement annui- 
ties made new high records. 

1934 group life sales are 63 per cent 
ahead of last year’s. Isn’t it time to 
identify yourself with group? Our spe- 
cialists are ready to help you. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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Low Cost Policies for Protection 


Retirement Income Endowments 
PAR AND NON PAR 


AGE 0 TO 65 
A Policy for Every Need 


A General Agent’s Contract that rewards successful 
performance. Desirable territory available. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 
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PROGRAMMING --gets 


the Business! .... 


Program selling is easier selling. First, because the agent is rendering 
a service. Second, because he is finding out what sort of protection 
the prospect needs. 


If you would like to associate with a company that has long featured 
Program Selling, write to Clarence E. Linz, 1st Vice-President, or to 
Col. Wm. E. Talbot, Vice-President and Agency Manager. 


Southland Life Insurance Company 
HARRY L. SEAY, President 
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GENERAL AGENTS 
WANTED IN MIDWEST 


Can you handle a general agency in IOWA—MINNESOTA— 
NEBRASKA? If so, we have several splendid openings, and an 
attractive proposition that will interest you. Our agency contract 
is built for today; our officials are all “agency-minded” and give 
unstinted home office and field assistance. Get a general agency 
of your own NOW, and get into the bigger money. Write us now. 


Reserves to protect pulintoitoe ans 000 greater 
than required bylaw 


mee< Oodar Rapids Vite 


INSURANCE COMPANY 
Cedar Rapids, Iowa 


colonel C. B. Robbins, President 
C. B. Svoboda, Secy. — G. Sigmund, Vice-Pres. & Agency Director 











Send 9 cents in stamps for sample copy of 
THE ACCIDENT & HEALTH REVIEW 


The only exclusive accident and health paper published. 
Address your inquiry to A-1946, Insurance Exchange, Chicago 














book value of its assets was placed at 


| $3,157,117, including $430,000 in loans to 


Mr. Mays and his associates. 


New Assessment Company 
Suing for Indiana License 


INDIANAPOLIS, May 3.—Suit to 
force Commissioner H. E. McClain of 
Indiana to issue a license to the Indus- 
trial Life & Casualty of Indianapolis has 
been filed in circuit court here. B. J. 
Moore, candidate for the Republican 
nomination for mayor, is president of 
the company. The complaint states that 
more than 200 persons have applied for 
$200,000 of insurance in the new com- 
pany. 

The Industrial Life & Casualty is 
seeking to operate under the 1897 as- 
sessment company act. Thirty-four of 
these companies are now operating in 
Indiana, nine being from other states 
and 25 Indiana companies. So many 
companies of this character have gone 
into receivership and have caused loss 
to policyholders that Commissioner 
McClain has exercised discretionary 
powers in refusing to license another. 
A hearing of the case has been set for 
May 7 before Judge Earl Cox of Marion 
county circuit court. In this ruling 
Commissioner McClain has not gone 
quite as far as Commissioner J. 

Holmes of Montana who has ruled that 
he will not license for a year any addi- 
tional insurance companies from other 
states or new companies incorporated in 
Montana, maintaining that there are al- 
ready enough companies in the state to 
take care of all its insurance needs. 


Seattle Company Organizing 

The Teachers Life of Seattle is being 
organized and has been granted a tem- 
porary certificate. J. O. Rummens, for- 
merly deputy insurance commissioner, is 
president; Carl Fordyce, agency man- 
ager United Pacific Life and assistant 
agency manager for the Northern Life, 
is vice-president; F. V. Donnelly, claim 
adjuster for the state insurance depart- 
ment, is treasurer, and Mrs. J. C. Pres- 
ton, former state superintendent of pub- 
lic instruction, is secretary. 


Oklahoma Company Collapses 


OKLAHOMA CITY, May 3.—Joe B. 
Thompson of Oklahoma City was ap- 
pointed receiver for the Liberty Life of 
Oklahoma City by Judge Hill of the 
district court. The petition for a re- 
ceiver was filed by Attorney General 
King and alleged that, after an investi- 
gation, Commissioner Read had declared 
the company in an unsound condition, 
being insolvent. The Liberty Life 
has $23,000 assets and $30,000 liabilities, 
the investigation reveals. The capital is 
$10,000. ‘The petition also asked that 
an injunction be granted to force the 
company to discontinue business. 


Acacia Mutual Income Gains 


WASHINGTON, May 3.—Total in- 
come of $3,500,000 of the Acacia Mu- 
tual Life for the first quarter was 
larger than for any corresponding pe- 
riod in its historv. It represented a gain 
of 12 percent over the first quarter of 
1933. 


Celebrates 23rd Birthday 


The Farmers & Bankers Life of 
Wichita, Kan., celebrated its 23rd birth- 
day May 1. General Agent Clayton 
Mammel, home office general agent at 
Wichita, and _ representatives of his 
agency launched a special production 
campaign for the occasion, honoring 
President H. K. Lindsley. 


Gains for Bankers of Iowa 


The Bankers Life of Iowa showed a 
gain of $3,232,753 in new paid business 
the first quarter over last year with a 
$13,220,449 total. Renewal premiums 
showed a gain of $432,017, or a $5,346,- 
473 total for the first quarter. Interest 
received increased $680,421. Due to 
smaller losses a saving in the mortality 








Fidelity Mutual Agents 
“Cruise” with Frank Sykes 





FRANK H. SYKES 


Agents of the Fidelity Mutual Life 
this month are campaigning in honor of 
Agency Vice-president Frank Sykes who 
will be away the major part of the month 
on an ocean voyage, reaching as far 
south as Trinidad, and Demerara in 
South America. The agents through 
their applications will make a “friend- 
ship cruise” with Mr. Sykes. At least 
$4,000 business is required for the 
jump to Bermuda, $5,000 to St. Kitts, 
$2,000 to Barbados, $4,000 to Demerara, 
$3,000 to Trinidad, $4,000 to Puerto 
Rico, $5,000 back to Bermuda and $4- 
000 for the last leg of the trip. Agents 
who qualify will make the trip with Mr. 
Sykes only in spirit. Producing $30,000 
will qualify an agent for the round trip. 

In this entertaining mental voyage 
one application will entitle the agent to 
quarters with the crew, two in the steer- 
age; three, third class; four, tourist ac- 
commodations; five, cabin privileges, 
and six applications, to fraternize with 
the captain on the bridge. 








reserve for the first quarter of $226,139 
was realized. Ledger assets increased 
$1,919,259 in the first quarter, a gain 
of $1,059,578 over the increase in 1933. 


Union Reserve Expands 


The Union Reserve Life of Phoenix, 
Ariz., has been growing so rapidly that 
it is necessary to move into larger quar- 
ters on the second floor of the Luhrs 
Tower. A report of the new life busi- 
ness written in Arizona in 1933 shows 
the Union Reserve Life at the top with 
$2,638,500, followed by the New York 
Life, Equitable Life of New York and 
Mutual Life of New York. 


Business Men’s Group Elects 


KANSAS CITY, MO., May 3.—The 
Keo Club, home office organization of 
the Business Men’s Assurance, which 
will have an important responsibility in 
assisting to make the silver anniversary 
convention of the company in August 
a success, has elected the following a 
ficers: David Lashley, underwriting 
partment, president; Veryl Johnson, file 
department, first vice-president; John 
Sayler, sales, second  vice- -president: 
Dorothy Records, sales, secretary, an 
Jack Morris, sales, editor. 


Two California Concerns Merge 


The National Security Life of Beverly 
Hills, Cal., and the Latin-American 
Guaranty of that section, both assess- 
ment concerns, have been merged. 

L. Rose is president of the combina- 
tion and it will operate under the name 
of the National Security Life. Pres 
dent Rose declares that there are 40,000 
certificate holders and $45,000,000 of life 
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and accident insurance in force. The 
California department has given ap- 
proval to_the merger. _The National 
Security Life will continue its head- 
quarters in Beverly Hills. _ President 
Rose states that the feature of their sys- 
tem is handling all claims by mail, di- 
rect with beneficiaries. Practically all 
the business comes through the mails. 


Midland Fares Well 


KANSAS CITY, May 3—The Mid- 
land Life of Missouri is paying an 8 
percent stock dividend since its mora- 
torium last year. New business for the 
company is 40 percent ahead of a year 
ago, according to Daniel Boone, presi- 
dent. Renewals of lapsed policies are 
satisfactory and investments are show- 
ing increased strength. The previous 
annual dividend rate had been 16 per- 
cent, payable in quarterly installments. 


Business Divided Two Ways 


_ Inquiry has been made as to the dis- 
position of the business of the Old West 
Life & Annuity of California, which was 
placed in receivership Feb. 24, 1933. The 
accident and health business of this com- 
pany was taken over by the Continental 
Casualty and the life policies were re- 
insured with the Sunset Mutual Life, an 
assessment organization of Los Angeles. 

The Old West was started originally 
as the Associated Insurance Company 
of California, operating on an assess- 
ment basis. Later it changed to the 
stock plan, changing its name to the 





Associated Life. Still later it became 
the National Thrift Company and then 
finally it became the Old West Life & 
Annuity. From the time of the first 
change in name to the Associated Life, 
it operated as a stock company. 


Yenter Files Royal Union Claim 


DES MOINES, May 3.—A claim 
against the receivership of the Royal 
Union Life for $9,000 for services has 
been made by Attorney Ray Yenter, 
former Iowa commissioner. He claimed 
to have acted as special attorney for the 
company at the instance of A. C. Tuc- 
ker, former president and chairman of 
the board. The defense contended his 
retention had not been authorized by the 
company’s executive committee or board 
of directors. 





Pathfinder Figures Given 


The Pathfinder Life of Grand Island, 
Neb., reports to the Nebraska insurance 
department that it had $5,178,000 in 
force at the beginning of the year, with 
admitted assets of $1,428,555. It has net 
reserve of $1,063,519, a contingency re- 
serve of $150,000 and a surplus of $157,- 
145. Until recently it operated as the 
Nebraska A. O. U. W., and ended its 
career as a fraternal 112.35 percent sol- 
vent. The company recently held open 
house for visitors, and staged a two 
days’ school of instruction for agents, 
attended by 50 men. Dr. M. A. Hoo- 
ver of Kearney, Neb., has been named 
medical director. 








LIFE AGENCY CHANGES 





Opening a New Branch Office 





Stuart Smith Has Been Appointed 
Manager of the Connecticut Gen- 
eral at Philadelphia 





The Cornecticut General Life has an- 
nounced the opening of a branch office 
at Philadelphia, Stuart Smith as man- 
ager. This office succeeds the general 
agency formerly operated by F. G. 
Pierce. Mr. Smith has been with the 
Connecticut General since he entered 
insurance as an agent in Akion, O., in 
1924. In his third year Mr. Smith 
won the distinction of being the lead- 
ing producer and in subsequent years 
tanked either first or second in that re- 
spect. As a life member of the Million 
Dollar Round Table of the National As- 
sociation of Life Underwriters he has 
been one of the country’s leading pro- 
ducers of personal business. 


Became Pittsburgh Manager 


After serving as district manager at 
Akron, Mr. Smith was promoted to 
manager at Pittsburgh. Under his 
Supervision the agency progressed from 
twenty-third to sixth place. Mr. Smith 
Was a member of the class of 1920 at 
the Wharton School of Finance of the 
University of Pennsylvania. The Phila- 
delphia office has been one of the Con- 
necticut General’s leading agencies. It 
occupies the top floor of the Lincoln- 
Liberty building. 





Connecticut General Makes 
Changes in New York State 





The Connecticut General Life has ap- 

pointed F. L. Hudson manager of its 
=yracuse, N. Y., branch office, succeed- 
ing R. E. Goewey who goes to New 
York City as manager of the brokerage 
“epartment of the branch office there 
im charge of Manager T. G. Murrell. 
; Mr. Hudson started as a personal pro- 
sa for the Connecticut General in 
Hartford. He has been general agent 
at Binghamton the past three years 
and has been very successful. He is 
succeeded at Binghamton by E. EF. 
eill, who has been in life insurance 
a)0ut six years, recently in Elmira as a 
district manager. 





| Reenters Business 

















SELWYN C. WOODARD 


Selwyn C. Woodard, who was for 
many years general agent in Chicago 
for the National Life of Vermont, has 
returned to that city to reengage in the 
life insurance business. He has formed 
the Woodard organization in 1826 Bank- 
ers building and will report his busi- 
ness through the Bokum & Dingle 
agency of the Massachusetts Mutual 
Life. He has started to build an organi- 
zation, with the objective of putting on 
12 men. Since resigning as general 
agent in Chicago for the Home Life 
about a year and a half ago, Mr. Wood- 
ard has been vacationing in various parts 
of the country, waiting for what seemed 
the opportune time to reenter the busi- 
ness. For the last six months he has 
been in Miami. 


Cranston Chicago Manager 


D. J. Cranston has been appointed 
manager of the Fidelity Mutual Life in 
the 10 South La Salle street office, Chi- 
H. J. Garretson, assistant man- 


cago. 
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ager of agencies, has been in Chicago 
canvassing the field and made the ap- 
pointment. 

Mr. Cranston has had 13 years’ life 
insurance experience, all with the 
Equitable of New York. For ten years 
he was a leading producer in the Court- 
enay Barber general agency of the 
Equitable, Chicago, and for some 
months has been a unit manager in the 
Kerber agency of that company there. 
He has consistently produced well over 
$500,000 annually. Mr. Cranston will 
build an agency organization. The of- 
fice which he will direct has been op- 
erated for three years. 


Yeomen Mutual’s New Offices 


The Yeomén Mutual Life of Des 
Moines has opened branch offices in the 
Black building at Fargo, N. D., the Citi- 
zens National Bank building at Sioux 
Falls, S. D., and in the Badger build- 
ing at Sioux City, Ia. Additional 
branches are to be opened at other 
points in the immediate future, accord- 
ing to President A. H. Hoffman. 


M. S. Alexander, L. A. Meli 


M. S. Alexander has been appointed 
manger at Wilmington, Del., of the Fi- 
delity Mutual Life. L. A. Meli, who 
has represented Fidelity in Wilmington 
for some years, has been appointed unit 
manager. Mr. Alexander goes to the 
Fidelity with eight years of insurance 
experience, and until his new appoint- 
ment became effective, represented the 
Connecticut Mutual in Wilmington. He 
is a graduate of Brown University. 


D. A. Campbell 


D. A. Campbell is now in charge of 
the Lincoln, Nebr., agency of the John 
Hancock Mutual Life. He was formerly 
assistant agency manager at Columbus, 
O. 























































































O. S. Osborne 
O. S. Osborne of Syracuse, N. Y., 


who has been supervisor of group sales 
for the Equitable Life of New York for 
the last four years, has been appointed 
manager of the Union Central Life in 
his city. The Union Central has had 
no agency in this territory for almost 
10 years. It is now intending to de- 
velop this section of the state. Mr. Os- 
borne was formerly with the United 
States Rubber Company. He is a na- 


tive of Auburn, N. Y., and attended 
Williston Academy and Syracuse Uni- 
versity. 


Engelhard & Co. 


Engelhard & Co., class 1 agency of 
Chicago, has opened a life department 
representing the Lincoln National with 
J. A. Danisch in charge. P. R. Engel- 
hard is active head of the agency, hav- 
ing associated with him his sons, E. F., 


and W. P. The father has been in 
insurance 30 vears, W. P. Engelhard 18 
and E. F., 10. The sons are experi- 


enced in life insurance and the agency 
is in position to help brokers on their 
cases. 


J. C. Eirk, H. B. Lewis 
J. C. Eirk, formerly supervisor in the 
George E. Lackey agency of the Massa- 
chusetts Mutual Life in Detroit, has 
been appointed production manager of 
the W. F. Jenkins general agency of 
the Home Life of New York in Chi- 
cago. Harley B. Lewis, formerly with 
the Peoria Life in Rockford, Ill., has 
been appointed district manager there by 
the Home Life with headquarters at 
908 Talcott building. The Rockford 
agency will operate as a unit under the 

supervision of the Jenkins agency. 


L. E. Warren 


The Colorado Life has appointed L. 
E. Warren, Fort Smith, Ark., who has 
been in insurance work in that state for 
over 20 years, as state agency super- 
visor for Arkansas. 


Harvey W. Bowles 
Harvey W. Bowles, general agent of 





has been appointed general 
agent to succeed the late J. Putnam 
Stevens at Portland, Me., and_ will 
maintain both offices. Mr. Bowles has 
been with the Massachusetts Mutual for 
21 years. 


gor, Me., 


W. Z. Robinson 


W. Z. Robinson, for the past five 
vears an agent of the Provident Mutual, 
has been appointed agency manager of 
the Fidelity Mutual Life at Seattle. 





Pathfinder Life Appointments 
The Pathfinder Life has named R. C. 
Tubbs general agent at Omaha, E. S. 
Murray agency manager at Lincoln and 
Frank Kohl in charge of the Hastings 
agency. 





Life Agency Notes 








The Franklin Life has appointed 
Elwyn Glass district manager at Long 
Beach, Cal. 


Cc. R. Harvey has been appointed dis- 
trict representative of the Ohio State 
Life at Dayton, O. 

*. R. Malmborg, who has been assist- 
ant manager of the Metropolitan Life in 
Benton Harbor, Mich., has been appoint- 
ed district agent of the Travelers and 
will open offices either in St. Joseph or 
Benton Harbor. 


Edward Worth has been named unit 
manager for the Connecticut General 
Life in San Francisco. He was for a 
number of years with the Ben F. Shapro 
general agency of the Penn Mutual, part 
“of the time as unit manager. 

L. W. Hoskens, formerly with the Old 
Line Life of Milwaukee, has been appoint- 
ed district manager for the Southern Old 
Line Life of Dallas for territory extend- 


ing from Gonzales to Corpus Christi, 
with offices at Gonzales, Tex. 
L. A. Sensanbaugh of Freeport, IIl., 


who has been connected with the Pru- 
dential in Freeport for the past 7% 
years, being one of the leading produc- 
ers, has resigned and entered the H. B. 
Nelson agency of the Northwestern Ng- 
tional Life. 


Clinton Myrick, formerly a_ leading 
producer for a Texas company and an 
“app a week” producer for several years, 
has been given charge of 13 west Texas 
counties for the Connecticut Mutual Life, 
with offices in the Petroleum building, 
Midland, Tex. 


George W. Wickersham, former United 
States attorney-general, has resigned as 
a director of the Church Life. oO. S. 
Seymour, chancellor of the Protestant 
Episcopal diocese of Connecticut, suc- 
ceeds Mr. Wickersham. 


————. 








— 





LIFE COMPANY CONVENTIONS 





Conference at Home Office 


Agents of Occidental Life’s Southern 
California Division in Los An- 
geles Sales Congress 


The southern California division of 
the Occidental Life of Los Angeles, in 
charge of I. C. Cunningham, divisional 
manager, held its annual sales congress 
in Los Angeles. V. H. Jenkins, vice- 
= in charge of production, pre- 
sided. G. W. Avars, prominent life un- 
an and former vice-president of 
the National Association of Life Under- 
writers, talked on “The New Deal.” 
Ben Elconin discussed “Why I Started 
Selling the ‘Ironsides’ Policy. 
luncheon was featured by a_ general 
round table forum. “Agency Problems” 
were discussed by H. D. Leslie, and 
“Eliminating Fear—the New Science of 
Selling,’ by C. P. Fisk. ; f 

The Occidental Life also held a divi- 
sional managers’ conference at the home 
office attended by Mr. Jenkins, and the 


following division managers: I. C. Cun- 
ninghain, southern California; N. J. 
Nelson, northern California and E. V. 


Shipley, central division, and G. B. Ship- 
lev, home office representative; C. S. 
Rathbone, agency secretary, and H. D. 
Yaw, assistant to Mr. Jenkins. 

Agency problems and the May drive 
for new business in honor of F. M. 
Hope, vice-president and actuary, were 
discussed. During this campaign -the 
“TIronsides” policy will be featured. 





Joint Conference in St. Paul 


A joint conference of St. Paul, Minne- 
apolis and Duluth agencies of the State 
Mutual Life was held in St. Paul. R. 
B. Gordon, vice-president and super- 





visor of applications, and J. H. Eteson, 
assistant supervisor of agencies, at- 
tended from the home office. 

The St. Paul agency reported an in- 
crease of 44 percent in life insurance 
and annuity sales the first four months, 
compared to 1933. 


Provident Mutual Men in Ozarks 


Agents of the Provident Mutual Life 
from Missouri and southern Illinois will 
gather at the Lake of the Ozarks, Mo., 





May 7-8. Donald Hampton, St. Louis 
general agent, will preside May 7 and 
Merrill Colby, Decatur, Ill, May 8. 








| Advanced by Connecticut General | 





STUART SMITH 





the Massachusetts Mutual Life at Ban- 





Agency appointments just announced by the Connecticut General Life include 
those of Stuart Smith, former Pittsburgh manager, as manager of the newly es- 
tablished branch office in Philadelphia and F. L. Hudson, who is transferred from 
Binghamton, N. Y., as manager at Syracuse, N. Y. 


F. L. HUDSON 





ey, 


Home office speakers include E, A. Fy. 
rington, agency assistant; Nelson \V hite. 
advertising manager, and Ww: D. Cross 
assistant manager of agencies. 


Report Improved Conditions 


DULUTH, Mav 3.—Sixty agents of 
the New York Life at a conference here 
heard reports of improving business 
throughout this territory. Speakers jp. 
cluded C. J. O’Connell of the home oj. 
fice; R. E. Peters, Minneapolis, and Dick 
Oliver, St. Louis. Agents were present 
from northern Minnesota, Wisconsin 
and Michigan. Carl Ledgerwood, Dy. 
luth, was in charge. 


All-Stars to Havana 


A trip to Havana will be made by 
the All-Stars of the Lamar Life, fol. 
lowing the annual agency convention in 
Biloxi, Miss., Aug. 2-3. 


INDUSTRIAL 


Boney Imposes_ Restrictions 














Forbids Industrial Agents from Collect. 
ing Partial Sums on Lapsed Poli- 
cies Without Reinstating 





Industrial agents in North Carolina 
are forbidden in a ruling by Commis- 
sioner Boney from collecting part of the 
money in arrears and holding it until 
they can collect the balance before put- 
ting through a reinstatement on a lapsed 
policy. The ruline is that the agent 
cannot accept any money in payment 
of premiums in arrears on an_indus- 
trial policy that has lapsed and which 
the assured seeks to reinstate, unless the 
assured is enabled thereby to reinstate 
the policy. 

Any advance premium paid by the 
policyholder shall be recorded in his re- 
ceipt book and the agent’s record book 
in exactly the same manner that cur- 
rent premiums are recorded and no 
blind entries will be permitted to be 
made in the book. Both books must 
be in exact agreement at all times. 

The department, Mr. Boney says, 
will construe the act of an agent as 
twisting when he calls for another com- 
panies’ policies and compares them with 
his own for the purpose of causing the 
policyholder to drop another company’s 
policy so that the agent can write one 
in his own company. Examination of 
receipt books of other companies shall 
likewise be construed. ; 

Agents are prohibited from taking 1- 
formation from other companies’ receipt 
books to enable them to cause policy- 
holders to pay premiums in accordance 
with what they may have done on other 
policies. Violation of the ruling wil 
subject the agent to immediate cancella- 
tion of license and companies are eX- 
pected to report any violations. 





Order Is Obtained Staying 
Peoria Mutual Life Decree 





PEORIA, ILL., May 3.—A_ super- 
sedeas staying the decree entered by 
Circuit Judge Niehaus for mutualization 
of the Peoria Life through the medium 
of the Peoria Mutual Life was granted 
here by Circuit Judge Ingram. _ 

In passing upon the petition of As 
sistant Attorney General Kadyk, appeat- 
ing for Insurance Director Palmer, 
Judge Ingram emphasized he was ‘eal- 
ing solely with the right of appeal and 
not the merit of the decree. 

E. R. Elliott of Chicago, entered aP- 
pearance as counsel for the Peoria Mu- 
tual, to oppose the Radyk petition. El- 
liott was the attorney who acted in “ 
reinsurance of the Chicago National ! 
the Pacific States. 
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IN THE SOUTH AND SOUTHWEST 





—_ 


Indict Opponents of New Tax 





Court Action Brought Agains: Life 
Companies for Lobbying Activities— 
Political Angle Involved 





FRANKFORT, KY., May 3—A 
number of insurance companies have 
heen indicted by the Franklin county 
grand jury for alleged failure to abide 
by the state laws regulating lobbying 
during the recent session of the Ken- 
tucky legislature, either through failure 
to register as a lobbyist or to file ex- 
pense statements in connection with 
such work. During the last session 
there was an old age pension bill intro- 
duced, which would have added 1 per- 
cent to the 2% percent tax on life pre- 
miums and 3 percent on fire. 

Life agents of Louisville individually. 
made a number of trips to Frankfort, to 
use their influence against passage of 
the act. Many registered, with the idea 
of being safe, but in most cases didn’t 
fle expense accounts, in that the maxi- 
mum expense was probably four or five 
gallons of gasoline, and perhaps a 50 
cent lunch. 

Agents figure that the indictments 
were probably merely a political play 
of those favoring the legislation, in or- 
der to aid passage at the next session. 

Among the companies listed in the 
indictments are the New York Life, 
Mutual Life of New York, Aetna Life, 
Northwestern Mutual, Mutual Benefit 
Life, Connecticut Mutual Life, Kentucky 
Central Life & Accident, Commonwealth 
Life, Union Central, Equitable Life of 
New York, National Life, H. R. Smith, 
an agent. There was a long list of al- 
leged lobbyists from other lines also 
listed in the indictments. 

The companies and individuals in- 
dicted are subject to fines of $1,000 on 
conviction for first offense, and $5,000 
maximum for second offenses. How- 
ever, it is not believed that there is any 
danger of fines in connection with the 
insurance men. The fire, casualty and 
other insurance interests escaped indict- 
ments, due to the fact that a number 
of them not only registered but turned 
in their expense accounts, even down to 
trivial sums. 


Alabama Law Revision Asked 


Superintendent Greer Calls Attention to 
Glaring Inadequacies and Ambigui- 
ties in State Insurance Code 











MONTGOMERY, ALA., May 3— 
Glaring inadequacies, ambiguities and 
fallacies in Alabama’s insurance laws are 
pointed out in a voluminous report made 
by Superintendent C. C. Greer to Gov. 
B. M. Miller covering 1932 and 1933. 
Mr. Greer has rewritten and revised the 
laws for the consideration of the legis- 
lature. “The state needs no new or radi- 
cal laws,’ said Mr. Greer. “It needs 
only to ‘adapt to its own local condi- 
tions those provisions of law which have 
been tried in other states and found wise 
and sound for both the insuring public 
and the companies.’ 

Mr. Greer’s three outstanding recom- 
mendations for legislative action are: 

“1. The state, by all means, should 
have a_ reasonable, comprehensive and 
sound investment law for the various 
types of domestic companies. It should 
give companies ample opportunity to ex- 
ercise broad discretion in selecting sound 
investments, but should prohibit directly 
or by implication the investment of the 
policyholders’ trust funds or reserves in 
speculative securities. 

“2. The state should enact into law 
standard policy provisions, and_ pro- 
hibit by law those policy provisions 
Which experience and litigation have 
demonstrated to be unwise or unsound. 

‘3. It should have a comprehensive, 
constructive law for the rehabilitation 


or liquidation of insurance companies. 
This law should contain wise and rea- | 
sonable provisions both for receiverships | 
and ancillary receiverships, to the end 
that policyholders’, creditors’ and stock- 
holders’ interests may be as adequately 
and constructively protected as _ pos- 
sible.” 


Name Superintendent Receiver 


Mr. Greer insists that the superintend- 
ent of insurance should always be named 
as receiver for domestic companies, and 
as ancillary receiver for foreign compa- 
nies in order to conserve the best in- 
terests. In commenting on losses to 
policyholders from failed companies in 
1933, Mr. Greer pointed out these losses 
have been “increased” in some instances 
‘by expensive, and what appears to the 
department as useless litigation. Certain 
of these receivership suits were filed 
without the advice of the department or 
the attorney general. 

“In some instances it appears that 
litigation was started without any con- 
structive purpose whatever in mind, and 
with little or no regard for the interests 
of the policyholders of this state. There 
are, of course, cases when receiverships 
are absolutely necessary, there being no 
other way adequately to protect the in- 
terests of policyholders. But certainly 
no receivership proceedings should be 
instituted as long as there is any con- 
structive way to protect the rights of 
the policyholders, creditors and stock- 
holders by any other method.” 


MANAGERS’ 
ASSOCIATIONS 


Franklin Los Angeles Speaker 


LOS ANGELES, May  3.—Blake 
Franklin, junior vice-president and as- 
sistant general counsel of the Pacific 
Mutual Life spoke to the Life Man- 
agers’ Club of Los Angeles on “The 
California Community Property Law 
and Life Insurance”. He cited cases 
where the application of the law was 
involved, both in settlement of life pol- 
icies and where payment of premiums 
from community funds was made on 
policies where the beneficiary was other 
than the wife. 

Ralph Barstow of the extension fac- 
ulty of the University of Rochester, N. 
Y., explained a course in life insurance 
salesmanship which he plans to give in 
Los Angeles. 

A. A. Dewar, Equitable of New York, 
vice-president, presided at the meeting 
in the absence of President R. R. Rob- 
erts, State Mutual. 























Boston Supervisors Organize 


The Boston Life Supervisors Club, “to 
promote better understanding between 
men engaged in supervisory work and 
to supplement the work being done by 
other insurance organizations in the city 
to make Boston a better place to buy 
and sell life insurance,” has been or- 
ganized with F. T. Jordan, Travelers, 
president; Chester Perrine, New Eng- 
land Mutual, vice-president, and W. R. 
Cooper, Aetna Life, secretary-treasurer. 
A talk on “A Definite Objective” was 
given at the first meeting. 


Mutual Benefits to Meet 


The organization of mutual benefit 
associations of Illinois will meet in Ef- 
fingham, May 8, for their annual gather- 
ing. 


West Opens Consulting Office 


C. J. West, who has had extended ex- 
perience in actuarial and statistical work 
for life and casualty companies, has 
opened an office at 8 East Broad street, 
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RELIANCE LIFE INSURANCE COMPANY OF PITTSBURGH 


Men of Reliance 


The alert workers who represent Reliance Life 
the country over are men to rely upon. They 
have been thoroughly trained by Reliance— 


receive active and complete support from 
Reliance. They bring to policyholders a com- 
plete, dependable life insurance service—a 
service commensurate with the strength, 


safety and vitality of Reliance Life. 


Ask T. W. Pruett 
Wichita Falls, Texas 


—representing Reliance Life for 
more than 10 years. 





T. W. PRUETT 
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under existing policies and the opinion 
has been freely expressed that surren- 
der values were too high. Recognition 
is taken of this in. the cash surrender 
yalues of the new Canada Life policies 
and in the early and intermediate policy 
vears these values are less than under 
the old premium rates but in the later 
policy years they approximate the val- 
es under the old rates. In the early 
and intermediate years these values are 
yurposely lower than under the former 
contracts as it is felt that the primary 
purpose of life insurance should be to 
provide the maximum protection for the 
assured’ s dependents as. well as the 
largest retirement income for his own 
ater years. The company at this same 
increase non-participating 


time will 


rates. 
Connecticut Mutual Has New 
Retirement Income Contract 





The Connecticut Mutual Life has is- 
sued a new graded premium retirement 





on a graduated scale until the fifth year 











when the level premium is reached. The 
grading of premiums is accomplished by 
making the policy a combination of 50 
percent of retirement income at 65 and 
20 percent of one year initial term and 
10 percent each of two, three and four 
year initial term, followed by retirement 
income at age 65. The policy will be 
issued only for maturity at age 65, ages 
at issue being 16 to 45. The annual pre- 
miums and dividends per $10,400 unit, 
which provides a $100 monthly income 
starting at 65, follow: 


Annual Premium Per $10,400 


5th 
Age ist 2nd 3rd 4th to 65th 
20 171.40 203.60 220.40 238.10 256.40 
25 193.70 234.00 255.10 277.30 300.70 
30 223.70 274.80 301.80 330.10 360.10 
35 265.10 331.40 366.50 403.60 443.00 
40 325.40 413.50 460.40 510.50 564.10 
45 418.70 540.40 606.00 676.90 753.80 
Annual Dividends 
1st 2nd 3rd 4th 5th 10th 
20 23.00 26.30 28.50 31.00 33.60 41.00 
25 24.20 28.10 30.80 33.90 37.20 46.40 
30 25.90 30.80 34.10 38.00 42.10 53.90 
85 28.20 34.40 38.70 43.40 48.80 64.00 
40 31.60 39.50 45.20 51.60 58.70 79.00 
45 37.10 48.10 56.00 64.90 74.90 103.00 
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Eight More Fraternals Involved in 
Campaign of Governor Murray 


to Impose Tax | 





OKLAHOMA CITY, May 3.—The 
attempt of Governor Murray to collect 
back taxes, and unpaid fees and penal- 
ties from fraternals operating in Okla- 
homa was expanded with suits filed in 
district court of Oklahoma _ county 
against eight additional societies. The 
total against which suits have been 
brought in Oklahoma City alone is 40, 
similar action having been taken in 
Tulsa and Muskogee. The suits are 
fled by order of the governor in the 
name of the insurance commissioner al- 
— not authorized by Commissioner 

ead. 

The new suits involve the Ancient 
Order of Pilgrims, for $1,486; Women's 
Catholic Order of Foresters, $2,853; 
Catholic Order of Foresters, $3,036; Su- 
preme Ruling of Fraternal Mystic 
Circle, $6,589; Standard Life, $8,284; 
Ben Hur Life, $26,110; United Mutual 
Life, $37,827, and Polish Roman Catho- 
lic Union of America, $4,997. 

Several societies whose cases were 
transferred to federal court have filed 
motion to have them remanded from 
this jurisdiction on the ground that the 
suits were instituted by the state, which 
places them in the district court. These 
companies include the Modern Wood- 
men of America and other defendants; 
Maccabees, Abraham Lincoln Life, 
Lutheran Mutual Aid, Western Bohem- 
lan Fraternal and Royal Neighbors. 





Modern Woodmen in Ruling 
on Double, Triple Benefits 





Lhe executive council of the Modern 
Woodmen has decided that certificates 
Providing for double death benefits in 
‘vent of natural death before age 60, 
and triple benefits for accidental death 
before that age will be issued in a mini- 
mum amount of $2,000. In that event, 
It a member has not previously received 
additional insurance, medical examina- 
ton will be waived. 

Where the _application is for an 
amount that will bring the total cover- 
a to more than $10,000, two medical 
ot funations will be required. Waiver 
i — Payments and dues, it was 
a Tu ed, will not be allowed on term 

Current cost policies. 





Samuel Buck i 

e ner, Grand Rapids gen- 

tha! Agent Penn Mutual Life, addressed 
vertising Club of that city on 


Mrs. Talley Named President 





Secretary of Woodmen Circle for 23 
Years Succeeds the Late Mrs. 
La Rocca at the Helm 





OMAHA, May 3.—Mrs. Dora Alex- 
ander Talley, for the past 23 years na- 
tional secretary of the Woodmen Circle, 
was unanimously elected national presi- 
dent to succeed the late Mrs. Mary E. 
LaRocca. The position pays $25,000 a 
year. The Circle is a women’s fraternal, 


auxiliary to the Woodmen of the 
World. 
Mrs. Talley has been in fraternal 


work 30 years. She has taken an active 
interest in women’s work, being a mem- 
ber of the Woman’s Club, women’s divi- 
sion of the chamber of commerce, 
Quota League and Business & Profes- 
sional Women’s organization. She came 
originally from Garland, Tex. 

Mrs. Mary E. Long of New York 
City, secretary of the New York Fra- 
ternal Congress, succeeds Mrs. Tailey as 
national secretary. She is a member of 
the national board of directors and 
served for a time as manager for the 
Circle in New York, Rhode Island and 
Connecticut. 





Missouri Council Election 


Charles Depier of St. Louis was 
elected state councillor for the Junior 
Order of United American Mechanics. 
Other officers are J. H. Sichor, junior 
past councillor; W. J. Lammert, Jr., 
vice-councillor; J. E. Winterton, secre- 
tary; D. H. Ofner, treasurer; Jefferson 
Sappington, chaplain. 


Aures Utah Congress Head 


Edwin Aures of the Independent 
Order of Foresters was elected presi- 
dent of the Utah State Fraternal Con- 
gress at a meeting in Salt Lake City. 
Other officers are: First vice-president, 
Ida May, Security Benefit Association; 
second vice-president, Heagren, 
Woodmen of the World; secretary- 
treasurer, Bessie Field Rehberg, A. O. 
U. W. 


Dr. A. D. Cloyd’s Service 


Dr. A. D. Cloyd, medical director of 
the Woodmen of the World of Omaha, 
completed 36 years in that position. 
There is only one other officer in serv- 
ice, who was connected with the W. 
O. W. when Dr. Cloyd became medical 
head. At tha time in 1898, the W. O. 
W. had 70,000 members, whereas at 
present it has over 350,000. Dr. Cloyd 
is one of the leading members of the 
medical section of the National Fra- 








POLICYHOLDER SERVICE 


Yes, we give a lot of service to our policy- 

‘ holders. The effectiveness of our conserva- 
tion program was recognized last month when 

we were given first place in CONSERVA- 

TION. by the Southern Round Table, Life Ad- 


vertisers Association, at the annual meeting. 


The Jefferson Standard’s record of termi- 
nation for 1933 was very much lower than 
the average of all companies in the coun- 


try having as much as $150,000,000 in force. 


Jefferson Standard representatives every- 
where profit by the conservation assistance 
extended them. 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


Julian Price, President A. R. Perkins, Agency Manager 


GREENSBORO, NORTH CAROLINA 

















Via Northwest Airways 
FAST AIR SCHEDULES 
Fine New Lockheed Orion Transports 
Twin Cities 2\/4 Hrs. $30.00 Round Trip 
TT Spokane 12 Hrs. $115.00 round trip 
Seattle I5'/n Hrs. $135.00 Round Trip 
Orion Schedule to Chicago 
Lv. St. Paul 7:30 A.M. = Lv. Mpls. 7:45 A. M. 
Ar. Chicago 9:45 A. M. 
Orion Schedule from Chicago 
Lv. Chicago 4:30 P.M. Ar. Mpls. 7:10 P. M. 
Ar. St. Paul 7:25 P. M. 
Hamilton Plane Leaves Chicago 9:15 A. M. 
Hamilton Plane Leaves St. Paul 6:45 P. M 
Hamilton Plane-Leaves Minneapolis 7:00 P. M. 


Inc. 








ternal Congress. He has been before it 





life insurance, 


with a number of interesting papers. 
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BUFFALO MUTUAL LIFE INSURANCE COMPANY 


for the States of New York and Ohio Ge BUFFALO, NW. 


Men who would make good local and district managers in various territories in New 
York and Ohio are wanted by this 62 year old company... to start s agents. Write in 
confidence with details of experience to E. Parker Waggoner, Supt. of Agents, Buffalo. 




















SERVIDOR EQUIPPED 
TO SAVE YOU 


Time and Money 


HINK of it—three hour laundry 

service—your suit pressed and 
returned in 30 minutes — and you've 
seen no one—thanks to your servi- 
dor —an exclusive Shelby feature in 
Detroit. Other Shelby features: three 
popular priced restaurants — lobby 
shops—a convenient location — 
garage. 


All of Hotel Fort Shelby's 900 
rooms and suites have circulat- 
ing ice water—private bath— 
box-mattressed beds and tip- 
eliminating servidors. Rooms 
$2 to $10. Suites $6 to $25: 





HOTEL JI 


Shelby 


MAYNARD D. SMITH 


President 
DETROIT 
‘‘“AGLOW WitTH FRIENDLINESS °’ 
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ASSOCIATIONS 





Program for State Meeting 





President C. O. Fischer Schedules the 
Events for the Missouri Conven- 
tion at Springfield 





President C. O. Fischer of the Mis- 
souri Association of Life Underwriters 
has announced the program for the an- 
nual meeting to be held at the Hotel 
Kentwood Arms, Springfield, May 10. 
The business meeting will be held in the 
morning. The recently organized South- 
eastern Missouri Life Underwriters As- 
sociation will be welcomed. J. S. Mary- 
man, agent of the Aetna Life at Little 
Rock, will speak on “Writing Life In- 
surance.” At the luncheon the invited 
guests are Insurance Superintendent R. 
E. O’Malley and Deputy Superintend- 
ents G. A. S. Robertson and P. B. 
McKaney. 

The afternoon will be given to golf 
play on the part of those who are in- 
terested. 

* * * 

Louisville—The fourth annual _ sales 
congress will be held Friday of this 
week. Among speakers at the morning 
session will be A. R. Jaqua, Cincinnati, 
Diamond Life Bulletins; H. J. Johnson, 
Pittsburgh, general agent Penn Mutual 
Life and C. C. Day, Oklahoma City, gen- 
eral agent Pacific Mutual Life. The 
luncheon will be addressed by Dr. W. B. 
Bailey of the Travelers. 


es 


Miss Mary Murray to Speak 





Arrangements Are Completed for Ladies’ 
Night Meeting of New York City 


Association 





NEW YORK, May 3—Miss Mary 
A. Murray, manager of the prospect 
bureau of the home office agency of the 
Penn Mutual Life, will speak at the Ja- 
dies’ night meeting of the New York 
City Life Underwriters Association May 
8. The other speaker will be C. C. Gil. 
man, agent in Boston of the National 
Life of Vermont. 

Miss Murray for three years con- 
ducted a prospecting bureau in the 
Penn Mutual’s Boston agency with the 
result that she was brought to the home 
office agency at Philadelphia by J. A. 
Stevenson, head of that agency. She 
has developed a prospect bureau system 
which is now being installed in various 
offices of the company, and attends to 
the installation of the system and the 
instruction of those who are to operate 
* * x 

Wichita, Can.—Innis Harris, Wichita 
attorney and NRA administrator, spoke 
on “How Far Have We Come in Business 
Recovery.” He contended that life in- 
surance had not Kept pace with other 
business in the present recovery pro- 





gram. 











NEW YORK C. L. U. MEETING 


Ways of increasing the scope and in- 
fluence of the C. L. U. movement were 
discussed informally at the April meet- 
ing of the New York C. L. U. chapter 
this week. President Glenn Dorr sug- 
gested the formation of a speakers’ bu- 
rueau composed of members of the 
chapter who would be available to ad- 
dress agency meetings. He also sug- 
gested the issuing of a monthly bulle- 
tin containing news of members and 
of C. L. U. activities in other chap- 
ters. Progress is being made, he said, 
in gaining recognition for the C. L. U. 
designation among companies, some 
companes now placing the designation 
of members after their names on the 
honor rolls and other places where C. 
L. U. agents are cited. One company 
goes so far as to put out a magazine 
especially for its C. L. U. members. 

L. N. Whitelaw, chairman of the edu- 
cational committee, urged (1) closer ac- 
quaintanceship among members; (2) 





discussion at meetings of life insurance, 


AS SEEN FROM NEW YORK 


By R. B. MITCHELL 





C. L. U., and general problems; and 
(3) continuance of study. 

Carl Spero urged that C. L. U. mem- 
bers be active not only in leading in 
educational matters but also do their 
best to make outstanding production 
records to heighten the influence and 
prestige of the C. L. U. movement. 

A nominating committee was ap- 
pointed consisting of Harry Carr, N. W. 
Benton and Charles Votaw. 


AGENCIES’ APRIL FIGURES 


The C. B. Knight agency of the 
Union Central Life in New York city 
paid for $2,473,000 in April as against 
$1,046,580 in April, 1933, and for $7, 
823,712 as against $6,185,313 for the first 
four months. 

The J. S. Myrick office of the Mu- 
tual Life of New York in April paid 
for $2,340,703 as against $1,778,143 and 
for $8,352,143 as against $7,636,957 for 
the first four months. 

The Luther-Keffer agency of the 
Aetna Life paid for $1,747,003 for April 
and $7,173,718 for the year to date. 








As SEEN FROM CHICAGO 





BAIMA MOVES HIS OFFICE 


John S. Baima, manager of the Amer- 
ican National Life in Chicago, has 
moved his office from the Insurance Ex- 
change to 2400 West Madison street, 
the West Town Bank building. The 
new telephone number is Monroe 4101. 
Mr. Baima has been manager for the 
American National 11 years. 

*x x 


JUDGE O’CONNOR TO SPEAK 
The Chicago Life Insurance Law- 
years Club meets next Tuesday eve- 
ning when Judge J. M. O’Connor of 
the appellate court will speak on “Prep- 
aration of Briefs) and Arguments in 
Courts of Appeal.” 
ok ob 
BESSER AGENCY HOLDS DINNER 


The Edwin E. Besser general agency 
of the Lincoln National Life in Chicago 











keld a dinner in honor of Jack Carroll, 





agency supervisor at the home office 
who is in charge of that territory. May 
is president’s month in the Lincoln Na 
tional in honor of President Arthur F. 
Hall, and the Besser agency is striving 
for a record. The agency so far this 
year is 150 percent ahead on paid busi- 
ness of the seine period last year. 


ERNEST PALMER A SPEAKER 


Ernest Palmer, Illinois director of 10- 
surance, spoke Thursday. noon ol this 
week in Chicago under the auspices of 
the Illinois committee of the Chicago 
chamber of commerce with Judge P. J- 
McGoorty as chairman. 


American Institute Meeting 


The annual meeting of the American 
Institute of Actuaries will be held at 
the Edgewater Beach hotel, Chicago 
June 7-8. 
















May ¢ 






service 
the 1 
half f 
ered € 
purché 
mone} 
shall 


Visual 
Urg 
“Ev 

new I 

but it 

ing se 
selling 

eve t 

servic 








— 
_— 





1934 


May 4, 1934 


LIFE INSURANCE EDITION 


19 








ee 


SALES IDEAS AND SUGGESTIONS 








Symposium of Views by Educator, 
New and Veteran Agents, Proves 
of Interest in Pittsburgh Congress 


An inspirational address by Dr. G. B. 
Yan Arsdall, of New York, for 15 
years field instructor for the Equitable 
Life of New York, was the highlight of 
the Pittsburgh sales congress held 
ynder auspices of the Pittsburgh Life 
Underwriters Association, attended by 
300 agents of western Pennsylvania. 
Dr. Van Arsdall, introduced by L. C. 
Woods, Jr., second vice-president of the 
association, spoke on “Life Insurance— 
Your Challenge and Your Opportunity.” 
He said in part: 

“Quoting Frank L. Jones, vice-president 
of the Equitable, ‘a life insurance pol- 
cy, from the viewpoint of the insured, 
may be defined as buying services and 
money for future delivery.’ Our chal- 
lenge and opportunity is the delivery of 
service, for we have always delivered 
the money. However, we have only 
half fulfilled our task, and have deliv- 
ered only half of what our clients have 
purchased, when we have delivered the 
money. hen we deliver service, we 
shall be delivering more money. 


Visualized Selling Is 
Urged by Van Arsdall 


“Every underwriter has a field for 
new business in his old policyholders, 
but it can be obtained only by render- 
ing service. I am strong for visualized 
selling. Man sees much more with the 
eve than with the mind. However, 
service must be visualized not in a 








tricky way, but in an honest manner 
which men can understand. 

“There are many men who do not 
understand just what is being handed 
to them when a life insurance policy 
is delivered. It is an agent’s duty to 
explain it, and to make the buyer under- 
stand that his policy is a contract which 
runs over many years. It is a prop- 
erty contract. It is a valuable contract, 
it is the only property a man can own 
of which he can be sure it will be 
worth more tomorrow than it is worth 
today, upon which he can borrow more 
next year than he can this year, and the 
only property on which death cancels 
all future payments. 


Tells the Only Three 
Life Insurance Programs 


“An insurance policy, when matured, 
is money, either in cash or in income 
from guaranteed interest-bearing securi- 
ties. Our clients need to have a better 
understanding | of what they own. That 
is where service comes in. 

“After all, there are only three life 
insurance programs. First, as property, 
the ideal program, but which appeals 
only to the wealthy; second, as income, 
for the man who can afford to provide 
for his wife as long as she may live, 
without considering the children after 
she passes on; third, adjusted insurance, 
which I like to think of as extending 
the arm of a protecting husband and 








LIFE INSURANCE 


Maine 

New Hampshire 
Vermont 
Massachusetts 
Rhode Island 
Connecticut 
New Jersey 
Ohio 
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MUTUAL TRUST 






“AS FAITHFUL AS OLD FAITHFUL 


“FULL LEVEL PREMIUM" 


The only Illinois mutual full level premium reserves com- 
pany and one of 24 such companies in the United States. 


Full level premium life insurance companies pay as they 
go. They put up the full reserve the first year and every 
year thereafter and thus meet the reserve requirement 
laws of any and every state. 


Operates in the following states: 


Oregon 


cmuIicaco 
tLeInois 


Wisconsin 
IHinois 

lowa 
Nebraska 
Minnesota 
North Dakota 
South Dakota 
California 
Washington 




















father as long as possible after his 
death, until the family is able to ad- 
just itself to the changed conditions and 
can get along on its own. 

“It is our duty to stress the service 
angle of our business—to make life in- 
surance a protecting arm that will keep 
the heads of a client’s dependents above 
water in the crisis. Nothing can fill that 
need like life insurance, which can do 
more than the individual, because it is 
organized and has resources and facili- 
ties no individual can acquire or match. 


Lowell Thomas Recounts 
His Many Adventures 


Lowell Thomas, war correspondent, 
lecturer, traveler ‘and historian, spoke 

1 “Adventures Around the World and 
on the Air.” Mr. Thomas did not touch 
on life insurance, but it develops that 
he is a policyholder of Mr. Woods. 

In a_ brief business session after 
luncheon announcement of acquisition 
of more than 50 new members was 
made and a nominating committee and 
three judges selected to conduct the an- 
nual election next month. 

R. S. Koehler, Jr., president of the 
association, presided at the business ses- 
sion, and ‘extended a welcome at the 
morning meeting. 

T. Burnett, first vice-president, in- 
troduced E. C. Sparver, director of 
agencies Reliance Life, whose subject 
was “Rediscovering Ourselves.” “We've 
got to start from here,” said Mr. Spar- 
ver, “regardless of where we are going. 
We must embark on a voyage of re- 


discovery. We present to ourselves the 
greatest problem life insurance men 
have. As agents, this is your business. 


You make or mar it. 
“Within the past three years, we have 





been witnessing the unleashing of cata- 
clysmic forces in the world, and espe- 
cially in this country. Life insurance 


has met those forces and withstood 
them. I am proud to be in this busi- 
ness. 


“We must rediscover ourselves, our 
personal performances, our production 
and our prospecting. Your prospect 
should not be the client of your com- 
petitor. The old order is passing—let 
us take competition out of the realm of 
life’s necessities, of which I class life 
insurance as one. 

“We are entering the greatest pro- 
duction period in history. The field is 
almost limitless. Think of it—if 100 
agents see three prospects each per day, 
it means 90,000 prospects seen in a year 
of 300 working days.” 

Mr. Sparver paid his respects to the 
matter of policy loans and re-written 
policies, and pointed out that poor sales- 
men in any line raise sales resistance 
many per cent. He declared that, if an 
agent asked him to give up an old 
policy for a new one, that man would 
never write a dollar’s worth of insur- 
ance on him. 

A novel feature of the morning pro- 
gram was called a “Pittsburgh Special,” 
three local agents being introduced by 
A. F. Haas, general agent Mutual Life 
of New York, the trio giving a clinical 
study of local problems. 

A. E. Wright, Mutual Life agent at 
Uniontown, Pa., spoke on “Starting 
Out.” He is a newcomer in the field, 
having been an agent for only 11 
months, after having tried his hand as 
school teacher and bond _ salesman. 
However, he has written $109,500 on 67 
lives. 


H. W. Bailey, Jr., a five-year agent 










Potent Weapons 
—for Fighting Agents 


Yeomen Mutual Life agents go into action 
girded for RESULTS. They sell Financial 
strength (60% of all assets in cash and gov- 
ernment bonds), backed by—Modern, cus- 
tom-built policies; Result-getting sales plans; 
and ACTIVE assistance from the home office. 


Ask us about Agency Managerships open in 


Eastern Missouri, Western Iowa and Oklahoma 
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$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of Course Issued in Larger Amounts 


All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 per 
$1,000 to age 59; $17.19 per $1,000 
thereafter. 

If you reside in Ohio, Illinois, Indiana, 


Kentucky, Pennsylvania, Tennessee, West 
Virginia or the District of Columbia, 


Write for Samples and Particulars 
This is one of the many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, OxI0 











with the Penn Mutual in Pittsburgh, 
whose average production over that pe- 
riod has been $206,692 and his average 
117 lives, spoke on “Tell Them a Story.” 
He made a plea for effective human in- 
terest illustrations in presenting a pol- 
icy to a prospect. 

He said logic might convince a man 
and make him agree with another per- 
son, but it will not always make him act 
or sign on the dotted line. Occasionally 
a case can be closed by logic, frequently 
by jollying, and sometimes by getting 
hard-boiled, but an appeal to the senses 
with a motivating story more often 
turns the trick. 


People Are Getting Back 
More to First Principles 


Mr. Haas introduced William Medley, 
a ten-year agent with the Equitable Life 
of New York, whose average produc- 
tion during the past decade has been 
$179,574 and 40 lives a year. 

Mr. Medley said during the last year 
the people have been getting back to 
first principles, and realizing more and 
more that back of life insurance are 
men of high purpose and a sense of 
stewardship unequaled in any other 
business. He brought out that insur- 
ance has been the guardian and pro- 
tector of the people in their time of 
genuine distress, and it has proved to 
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Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 


114 Sansome Street 
AN FRANCISCO LOS ANGELES 











ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. —_ Jefferson City, 


an 
800 Security Building, Kansas City 














ILLINOIS 


NEW YORK 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1218 


CHICAGO, ILLINOIS 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 
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Statisticians 











Audits Investigations 


FERGUSON, DANIELS & PORTER 
Accountants and Actuaries 
102 Maiden Lane 
New York, N. Y. 


Organization Management 

















J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 
“A System and Accounting for a Life 
insurance Company.”’ 
Attention to 
Legai Reserve, Fraternal and Assessment Businesse— 


Pensions 
226 North La Salle Street 
Franklin 6559 


Author 


Phone Chieago 








Woodward and Fondiller, Inc. 
Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 

















Woodward, Ryan, Sharp, Davis & Hezlett 


Consulting Actuaries 
Jonathan G. Sharp W. Harold Bittel 
Evelyn M. Davis Robert S. Hull 
Edward H. Heslett John Y. Ruddock 

Partuers Associates 


Ninety John St., New York, N. Y. 


PENNSYLVANIA 


























HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 











FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
B. P. Higgins 


THE BOURSE PHILADELPHIA 











Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspeper. 
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them that it will fulfill its obligations 
to the fullest extent. 

“We have gained their confidence, 
and we must not abuse it,” Mr. Medley 
said. “We may use it, and we can 
capitalize it in an honest way. Young 
men are coming along who are start- 
ing on their careers. Older men are 
starting to rebuild. To each class, life 
insurance offers more than anything 
else. The average man today is look- 
ing for safety more than anything else. 
He has been fooled and tricked and ca- 
joled—he wants something solid and 
substantial, and life insurance offers him 
those very things.” 

Manuel Camps, Jr., of Boston, gen- 
eral agent Penn Mutual, talked on “Or- 
ganized Selling.” 

Mr. Camps stressed the need of or- 
ganizing every phase of the life insur- 
ance business, if success is to be as- 
sured. He said the business is facing 
ro problems that are entirely new, and 
that sales resistance is presenting no 
new front. 

“If organized sales talks are a good 
thing, then it must follow that it is 
wise to use the best ideas available. We 
can do that without stealing them and 
without censure. However, we must 
put our own personality and technique 
into those we use. 

“We don’t need too many of them. 
Two or three, well learned, will cover 
the average situation. Another thing we 
must avoid is the fear complex. A new 
agent should always memorize the first 
sentence of his opening-wedge talk be- 
fore he enters the presence of his pros- 
We must also create prestige. 

“There are three great requisites to 
success in life insurance selling. You 
must know your stuff, you must cir- 
culate yourself so that you will meet 
at least ten prospects per day, and, 
finally, you must believe firmly that life 
insurance is the greatest thing on 
earth.” 


Detroit Managers Adopt 
License Recommendations 





The Associated Life General Agents 
& Managers of Detroit has adopted 
recommendation on licensing and-regu- 
lating agents offered by a committee 
headed by C. A. Macauley, John Han- 
cock. Mr. Macauley presented the re- 
port to the committee on licensing 
and compensation of agents of the Na- 
tional Association of Life Underwriters 
at the Cincinnati meeting. 

Creation of two classes of licenses 
is recommended, one for full time 
agents producing a satisfactory volume 
and the other for new men, part timers, 
industrial agents, those writing both 
ordinary; and industrial business and 
those representing fraternals. 

The commissioner is asked to ap- 
point a conference board of three gen- 
eral agents and three agents from De- 
troit and six members of the Michigan 
State Life Underwriters Association, to 
confer with the commissioner. 


Green Goes to Illinois 


SAN FRANCISCO, May 3.—Walter 
C. Green, for the past eight vears as- 
sociate actuary with the San Francisco 
actuarial firm of Coates & Herfurth, has 
left San Francisco for Springfield to 
become associate actuary of the IlIli- 
nois insurance department. 


Louisville General Agent Dies 


W. H. Kaye, of Thomas & Kaye, 
died in Louisville, following months 
of poor health, which began with a 
paralytic stroke last Thanksgiving eve. 
Mr. Kaye had been in insurance for 
almost 40 years, forming a partnership 
with H. T. Thomas after leaving the L. 
& N. railroad. Mr. Kaye’s firm was 
Kentucky general agent of the New 
England Mutual. 


The Los Angeles Mutual Life Associa- 
tion, a Chapter 4 assessment association, 
of which O. S. Weide is president and 
Miss K. B. Eriksen is secretary, has been 
licensed by the California department. 
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Detroit Salesman 


Tells Where Life 
Agents Fall Down 


DETROIT, May 3.—Fatal mistakes 
made by life underwriters in their sel}. 
ing and suggestions for the proper 
training of agents were outlined before 
the Associated Life General Agents & 
Managers by A. H. Motley, Detroit 
sales representative of “Colliers 
Weekly.” 

Mr. Motley said he kept notes op 
interviews with 433 life underwriters 
and analyzed them in an effort to im. 
prove his own sales technique, adding 
that 200 of them called on him before 
a single one sold him insurance. Oy 
of these efforts to sell him Mr. Motley 
drew a series of conclusions as to the 
weak and strong points of life insurance 
salesmen. 


Agent Not Prepared to 
Discuss Prospect’s Needs 











Most of them came in to see him too 
cold, he said. They had too little or 
no information about him or his needs 
and when they learned them they were 
not prepared to discuss them intelli- 
gently in life insurance terms. He did 
not advocate spending a lot of time 
digging up data on $1,000 policy pros- 
pects, but suggested that a good bit of 
digging would be worth while with the 
better prospects. 

The 200th agent—the man who first 
sold him—prefaced his call with a brief, 
pointed letter on his own attractive sta- 
tionery. He flattered him by letting 
him know that his—Motlev’s—time was 
valuable and asked him if he would con- 
fer a favor on the agent by permitting 
him to present his story. He asked for 
an appointment at Motiey’s conveni- 
ence—and got it. The average under- 
writer, he says, doesn’t get started until 
10 a. m. and quits at 4 p. m., working 
only during the busiest hours of his 
clients, when he should concentrate as 
many interviews as possible between 
8:30 and 10 and 4 to 5:30, the slacker 
hours. 

Many agents place a hurdle in their 
path before they reach the door of the 
prospect, he asserted, adding that it 1s 
years before most of them learn to take 
off their hats when they talk to the 
girl in the reception room. Many have 
yet to learn that the prospect’s desk 1s 
no place for depositing hats, coats and 
other impedimenta. 


Shouldn’t Let Prospect 
Cry on Their Shoulders 


No good salesman should let his 
prospect cry on his shoulder, declared 
the speaker. Talk of the depression and 
poor business always puts the prospect 
in a mood to resist buying. The thing 
to do when a prospect shows an incli- 
nation to do this is to lead the conveét- 
sation away to some more cheerful sub- 
ject if it is only golf or fishing. Men 
buy today on a basis of fact, and, the 
high pressure methods are definitely 
out, he said. ; 

One of the greatest shortcomings of 
agents is that they go through the mo 
tions of following up their clients after 
sales but usually do it  half-heartedly. 
This is the reason that the average man 
buys his first policy from one man, his 
second from another and his third from 
still another. : 

Agents should be made to appreciate 
the value of analyzing their sales, bot 
successful and unsuccessful. Going ove 
the interview carefully and remember- 
ing the points that “went over ber 
so they can be used more ine. 
and eliminating the points that fai 4 
create the proper impression, will 
much to improve the agent’s ability, t 

F. L. Barnes, agency vice-pres! ye 
Ohio State Life, said the companies = 
beginning to realize the value Hs 
agers’ organizations. Kent Kir ‘ 
field manager for the health and ound 
dent department of the Connectic 
General Life, also spoke. 












